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GEORGE W. COLLINS 
He’s the mayor of Belleville, 
Kansas 

HERE is a town out in Kansas where the loca) 
i freight agent never has to work overtime 

handling farm-labeled merchandise shipped 
from Chicago and Kansas City mail order houses. 
The farmers in that section know there is a big 
hardware store handy, where their every hardware 
want can be filled promptly and accurately, and 
where the proprietors are real friends, with the in- 
terest of the community at heart. For years they 
have found this progressive firm ready and willing 
to “make good” on every article turned out; ready 
to meet every legitimate competitive price with 
goods that bear the test of time, and always ready 
to do its part in the fostering of every project that 
means the betterment of the farming trade. Gradu- 
ally they have learned that it does not pay to send 
their good money out of the community, and that 
it is entirely unnecessary. Perhaps you would like 
to know more of the man who is directly responsible 
for the condition described. 


The Proprietor a Drug Store Graduate 


ACK in the early 90’s, George W. Collins was a 
hustling young druggist of Belleville, Kansas, 
with no other idea than that his life would be spent 
in an atmosphere of bay rum and asafetida. He 


How Collins Makes Good in Kansas 


A Few Facts About a 
Live Wire Hardware 
Merchant of Belleville, 
Who Sells the Kansas 


Implements to 
Phonographs 


By L. S. SOULE 
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The Collins implement warehouse and yard 
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LOMAN F. COLLINS 
He’s the junior member of 
the firm 
had made more than a fair success in the selling of 
Pink Pills for Pale People, and was planning on the 
time when he could handle a larger business in some 
favored spot in California. 

Then the unexpected happened, and the whole cur- 
rent of his life was changed. First came a tempt- 
ing offer for the drug stock, which was quickly 
snapped up, and preparations for the California 
migration were put underway. About this time 
two Belleville men purchased the hardware stock 
of W. P. Dunham of that town, and being somewhat 
unfamiliar with retail merchandising, began a still 
hunt for a competent manager. Young Collins ap- 
peared to stack up well in both appearance and 
business ability, so the proposition was put up to 
him for consideration. 

Somehow the idea appealed to him from the very 
start. For years he had been catering to the 
bodily ills of Kansas farmers, and it struck him 
that he surely should be able to sell them the medi- 
cine needed to put their farms in a healthy condi- 
The California schedule was cancelled, and 
George Collins decided to cast his lot permanently 
with Kansas and hardware. Neither Collins nor 
Kansas has ever regretted the choice. To quote 
from the man himself: ‘Neither myself nor the 
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Main floor 
and salesroom 
of the house 
of George W. 
Collins & Son, 
Belleville, 
Kansas 
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The Collins 
stove display 
room offers 
a varied line 
to choose 
from. Good 
lighting and 
shining 
cleanliness 
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community amounted to very much at that time, 
but we have both grown. Hand in hand we have 
climbed the ladder of prosperity, and I could whis- 


Store Dates Back to 1892 


HE firm now known as George W. Collins & Son 


per to you that it cut my wind most shamefully at 
times to keep up with the procession.” 

We will not attempt to pass judgment on either 
Mr. Collins or Belleville, as to the past, but we are 
here to say that they both qualify as live wires in 
this day and age. At the present writing, George 


W. Collins is a leader in his community and mayor 
of the city of his choice, while the firm which bears 
his name is recognized as one of the most progres- 
Sive in the great State of Kansas. 


dates back to the year 1892, at which time the 
hardware store of W. P. Dunham was purchased by 
C. P. Carstensen and J. H. Cullers. It has always 
been a partnership proposition and has never been 
incorporated. Early in 1893 Mr. Culler’s interest 
was purchased by Mr. Collins, and for the next ten 
years the firm was known as Carstensen & Collins. 
Then Mr. Carstensen sold out to R. M. Brigham and 
the firm name became Collins & Brigham, this part- 
nership continuing until 1910, when the Grigham 
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Harness window trimmed by Loman F. Collins 





























interest was bought by J. D. Hill and the firm was 
christened George W. Collins & Co. 

In 1916 death claimed Mr. Hill, and since that 
time the business has passed into the control of 
Mr. Collins, who has taken his son, L. F. Collins, av 
a partner under the present firm name of George 
W. Collins & Son. The junior partner has been con- 
nected with the business for many years, and has 
acquired an enviable reputation as a stock keeper 
and window trimmer. 

The growth of the business has been steady at 
all times. From a one-room store, with a stock of 
not to exceed $1,500, it has expanded until it now 
requires eight rooms and a good sized warehouse 
to accommodate the stock, which averages approxi- 
mately $30,000: Mr. George W. Collins is general 
manager, the son is assistant manager, while a 
daughter, Miss Gretta Collins, handles the books, 
aids in collecting the accounts, and keeps the cus- 
tomers in good humor. 

Implements Big Factor in Firm’s Success 
‘Ts implement line has always been a very im- 
portant factor in the success of the firm’s busi- 
ness, and is regarded as one of the big links in the 
chain which binds the farm trade to the store. The 
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stock averages about $8,000 and is housed in a large 
modern warehouse owned by the firm, although it 
is often found necessary to rent additional space 
during the busy season. The display room for this 
line is located on the second floor of the store, and 
samples of all the lighter implements are always 
kept on display. 

In handling the implement line, it is the Collins 
policy to keep in continual touch with the farmer, 
maintaining at all times a close and friendly rela- 
tionship with the implement buying class. The 
farm trade is carefully circularized, and the litera- 
ture furnished by the implement manufacturers is 
always passed on to the consumer. County news- 
papers are used persistently and intelligently, a 
fair amount of space being utilized and the reading 
matter changed regularly. A mailing list is em- 
ployed to good advantage, and a personal element 
of contact is established through a certain amount 
of canvassing. 


Repair Department of Real Service to Farmer 


CONSIDERABLE attention is paid to the repair 
end of the implement game, and the firm carries 
one of the most complete and comprehensive repair 
stocks in that section of the country. Neither 
trouble nor expense is spared in making this 
feature of the business one of real service to the 
farm trade. The stock is checked up at regular in- 
tervals, and every precaution is observed to keep 
it in such shape that the farmer can immediately 
get any ordinary repair part for standard machines. 

There is, however, one thing that the firm insists 
upon. All repair parts must be paid for at the time 
of delivery. In fact, the credit part of the firm’s 
implement business is cut to the narrowest margin 
possible and is much lighter than that of the aver- 
age implement dealer. To quote Mr. Collins: ‘The 
farmers of this country are in position to pay cash, 
which has made it comparatively easy for us to get 
settlements, and we will never revert to the old 
plan of ‘all the time you want’ in implements or any 
other line.” 

The slogan of the Collins implement department 
is Make Good, and it is lived up to absolutely. They 
advertise the merits of the goods for sale, and then 
see to it that the merchandise does all that is 
claimed for it. Several years ago they inaugurated 
the “settlement on delivery” plan, which has since 

‘ been rigidly adhered to with good results. The fact 
that an implement has been settled for at the time 


It’s worth while to give gas engines good display room in Kansas 
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of purchase has had a wonderful effect on the care 
which that tool receives at the hands of the buyer, 
and the firm has not had a single implement re- 
turned since the plan was put in effect. 

Mr. Collins does not favor the term “Expert 
Service,” and never uses it in his advertising mat- 
ter or his sales talks. In his opinion, it leads the 
farmer to expect too much. The expression is 
carefully avoided. Instead, the farmer is promised 
“help in time of trouble.” 

The experience of this Western firm proves con- 
clusively that properly made machines require very 
little expert work to keep them going, and that the 
farmer can usually care for any ordinary difficulty, 
if it is to his interest to do so. The Collins hard- 
ware is making real money on implements because 
it gives practical service when needed, and yet does 
not place itself in a position where it can be easily 
imposed upon. The farmer will take better care of 
an implement which he has settled for than he will 
for one which virtually belongs to another, and 
Collins believes in giving him the opportunity to 
do so. 


Selling Gasoline Engines to the Farm Trade 


HE Collins hardware store is located in the 

heart of one of the best farming sections of 
Kansas, and for years the farmer has proved a 
ready customer for gas engines to use in connection 
with farm work. The majority of sales are of the 
smaller sizes, and are used for pumping water, 
grinding feed, sawing wood, furnishing power for 
home lighting plants, operating washing machines 
and other household and farm machinery. The 
firm has made it a policy to go after this business 
in a systematic manner, planning the equipment for 
simple installations and seeing that the machinery 
sold is properly installed. Their experience proves 
that the line is a satisfactory one to handle, as well 
as a profitable one, and that -it carries with it a 
good volume of accessory sales. 

Very few of the larger engines are sold in the’ 
vicinity of Belleville, although farm tractors are 
beginning to sell and some have been turned out by 
Collins & Son. One large salesroom is devoted to 
the gas engine line, and the various types and sizes 
are displayed all rigged up and ready for action. 
Here the prospective purchaser can see the engine 
of his choice actually at work running various types 
of farm and household machinery, and can form a 
definite opinion as to its qualifications to handle 
his work. It is needless to say that the bulk of the 
gas engine business of Belleville and vicinity is 
handled by George W. Collins & Son. 


Wagons, Buggies and Harness All Rank as Hardware 


‘R EFORE the advent of the automobile and the mo- 

tor truck, the wagon and buggy business was 
more of an item in Kansas than it is to-day, but 
the Collins Hardware still carries a mighty good 
selection for the man who pins his faith to the 
horse. At present the firm’s wagon sales are con- 
fined very closely to the 3-in. and 344-in. sizes, as 
the steel wheel farm truck has to a great extent 
taken the place of the wagon on the Kansas farm. 
The buggy business has been very good up until the 
last year, when, as Mr. Collins says: “The disap- 
pearance of the medium priced buggy stopped it 
short.” 

He looks for a revival of this trade, however, as 
the farmers are well supplied with money and some 
of them must have buggies. He is ready to meet 
the demand when it comes, as can be seen from our 
illustration. 

Harness has proven a good line and a profitable 
one at all times, and the firm maintains a regular 





Sporting goods window with life in it 












































harness department, which is in the hands of a com- 
petent harness man who has been with them for 
over eighteen years. In this department there is 
a well equipped repair shop, and during the quiet 
season the harness man utilizes his spare time in 
making up harness and other stock for the store. 
A full line of robes, blankets, whips and buggy ac- 
cessories is also carried and is frequently featured 
in the firm’s window displays. 


No Kick on the Stove and Range Business 

CCASIONALLY we find a hardware dealer who 

declares. that there is no profit to be gleaned 
from stoves and ranges, but this is not the case with 
Collins & Son. The firm carries a large clean-cut 
stock of wood and coal stoves and ranges, and also 
a very comprehensive assortment of the oil and 
gas burning types. The stock is handled in a large, 
light display room on the second floor, where the 
salesman is given an opportunity to put over his 
selling argument without fear of interruption. No 
premiums or extras are given with the stoves sold, 
except during range demonstrations, at which times 
the customary line of furnishings is_ included. 
Stoves and ranges are delivered and set up within 
certain delivery limits, and Collins makes good on 
every range purchased. A good line of furnaces 
is also carried, and the firm has made a signal suc- 
cess in the installation of heating plants in the 
homes of Belleville citizens. 

Another department somewhat kindred to the 
heating line is that of plumbing and bathroom fix- 
tures, and the Collins Hardware not only carries the 
line but always has competent force on hand to in- 
stall any ordinary plumbing job. A large well- 
equipped tinshop is also an acknowledged money 
maker for this enterprising hardware concern. 


Good Money in Phonographs and Records 


A jpn of you may find it hard to associate music 
with hardware, but the Collins hardware store 
has found the “canned” variety not only popular 
but decidedly profitable. In fact, the firm’s phono- 
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Basement store room—The folding table is handy for 
odd jobs 



































graph department is one of the really delightful 
features of the store. Only one line of phonographs 
is featured, the Victrola, but that line is carried in 
almost every size and price. The farm customer 
has been found more than willing to purchase his 
talking machine amid hardware surroundings, and 
he seems thoroughly to enjoy hearing a new record 
of McCormack’s after his farm purchases are com- 
pleted. Not only that, but he is often inclined to 
carry home with him a nice selection of the records 
he hears played, and the Collins phonograph de- 
partment is always ready to meet his desires in the 
record line. All the usual phonograph advertising 
is made use of, both through the county papers and 
by circularizing. New lists of records are sent out 
regularly to all customers and the farm. trade is 
particularly urged to come to the store and hear 
the late musical selections. This system has re- 
sulted in bringing many new customers to the store, 
and many a man who comes to buy a phonograph or 
a few records has remained to purchase other 
profitable lines of hardware. It is doubtful if any 
other department in the store is as good a drawing 
card as that devoted to the sale of phonographs and 
records. 
Lines that Appeal to the Hous2wife 

R. COLLINS has always believed in carrying 

those special lines that have a direct appeal 
to the thrifty housewife, and has found that she is 
an excellent customer for queensware, glassware, 
china, aluminum goods and electric appliances. 
Queensware has been found an especially good line 
for his trade territory. At the same time it lends 
itself readily to display purposes and yields a rea- 
sonable profit. The difficulty at the present time 
lies in the matter of importing the better grades of 
porcelain and china, which form a large part of 
his stock. As Mr. Collins explains: “The fellows in 
this country who make sewer pipe and that class of 
decorative ware are not so successful in producing 
imitation Haviland china.” 

In the electric utensil line a full assortment is 
earried, including lamps and fixtures, electric irons, 
percolators, toasters, washing machines, sewing ma- 
chine motors, etc., and a good electrician is em- 
ployed at all times to do house wiring and other 
forms of electrical work. The growth of this de- 
partment has been a source of much gratification to 
the firm, and the profits have exceeded expectations. 
The line is tastefully displayed in floor and wall 
cases, and is often used in the Collins window dis- 
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plays, which are the envy of every merchant in 
Belleville. 
Auto Truck Used for Deliveries 


‘T= delivering of purchases is all handled by a 

motor truck, but country deliveries, except under 
special conditions, are discouraged by the firm. In 
some instances, particularly where the article re- 
quires careful explanation for its proper operation, 
it is delivered and often installed, even though the 
purchaser lives several miles away from the store. 
This is regarded as a legitimate expense, since it 
insures satisfaction to the customer. 

The motor truck has proved to be cheaper to 
operate than the old horse drawn delivery wagons 
doing the same amount of work, and has speeded 
up the firm’s delivery system. Goods are delivered 
promptly at the time agreed upon, and the service 
is such that the customer not only comes back for 
other articles, but advertises the excellence of the 
service to his neighbors. It also lends a sort of 
prestige to the firm and marks it as a progressive 
concern. 

Bunch of Reasons for Success 


T= general conditions of the store and com- 
munity can best be understood from the follow- 
ing characteristic letter recently received from 
George W. Collins. He says in part: “We employ 
from ten to twelve people most of the time and use 
our mailing list all the time. We sell a few auto- 
mobile accessories, although we have not as yet 
really featured this line. Our town boasts 2500 
people—and has them. We live in a county of 23,- 
000 white folks—all civilized and loyal Americans 
—who put in a heap more time thinking and talk- 
ing about the war and what is going to happen 
while it is going on and after it is over than they 
do about when it is going to rain—both vital topics 
in this part of the Garden. Our stock is a mixed 
one—hardware, stoves and tinware, plumbing, har- 
ness, queensware, electrical supplies, phonographs, 
buggies and wagons and farm machinery. We de- 
partmentize the stock as far as possible and keep 
our books accordingly, On the whole, we have done 
all that we could expect to do, I suppose. We have 
existed; we have done our part in the upbuilding of 
the community; we have raised a family, and at the 
present time are extremely busy raising our prices. 


_ We had nothing to begin with, so what we have less 


what we had and what we owe is what we have to- 
day—for which same we return thanks.” 

We don’t blame him. Any man with his spick 
and span hardware store, his loyal community and 
his excellent family, who failed to return thanks 
would be a slacker, and Collins doesn’t travel in 
that class. 


Named After Colonel Colt 


HE new tank service camp at Gettysburg, Pa., has 

been named Camp Colt, in honor of Colonel Samuel 
Colt, the Hartford man who in 1835 patented the first 
revolver and who founded the business which has grown 
into the great Colt’s Patent Fire Arms Manufacturing 
Company. The camp will be used as a mobilization, 
concentration and training place. 


Friedlander Forms New Co. 


ILLIAM FRIEDLANDER, generally known to the 
trade as “Big Bill” Friedlander, who for the 
past twelve years has been engaged in various enter- 
prises throughout the motor world, has just formed the 
United Motor Parts Corporation. His headquarters are 
in Chicago. He is handling such lines as the Protex 
bumpers and gauges, Mattson rubber line, Clamert 
lenses, Monarch specialties and other live items. 

















Looking Toward Larger Trade Over 
the Seas 


Speakers at the National Foreign Trade Convention Discuss Problems 
that Will Face Heads of American Industries When the War 
Ends—Demobilization and Reconstruction 


‘6 EVER in all my experience have I attended 
N a business convention that was followed 
with such keen attention by every one 
present,” was a remark of an observer who at- 
tended the fifth annual National Foreign Trade 
Convention, held at the Hotel Gibson, Cincinnati, 
Ohio, on April 18, 19 and 20. 

The spirit of the convention was summed up in 
this quotation from declaration of principles pre- 
sented by the general committee at the morning 
session on the 20th: 

“With the United States bending every energy 
and pledging every resource to the defeat of the 
Central Powers, it was to be expected that the dom- 
inant thought at the convention would be how to 
make every plan for the extension of American ex- 
ports count for the most toward the winning of the 
war. It has been recognized in all the deliberations 
that whatever is now done looking to larger trade 
when peace comes must be subordinated for the 
time being to measures that meantime will impose 
new and heavy penalties upon our adversaries.” 

One of the convention’s striking addresses was 
delivered by Mr. James A. Farrell, who spoke on 
the topic “Foreign Trade Outlook as Affected by 
the War.” ; 

Mr. Farrell reminded his auditors that already 
extensive preparations are under way in the bellig- 
erent countries, especially tn England and Ger. 
many, looking toward the maintenance and develop- 
ment of overseas trade after the war. 


Aided by the Government 


| to England, he said, a department of the Govern- 
ment—the Ministry of Reconstruction—is con- 
sidering practical ways and means of extending 
British foreign trade. In this it has the assistance 
of committees composed of experts in their par- 
ticular fields. 

“It is said that Germany has already taken 
steps,” he observed, “in the building of a new mer- 
chant marine, to render herself independent of the 
shipping of foreign countries, even though she 
should find herself at the end of the war bereft of 
that large part of her fleet which was interned in 
foreign ports. It is certain that the German or- 
ganization of banks and mercantile houses which, 
before the war, was co-extensive with the world, is 
still practically intact in South America and other 
markets in which we are particularly interested. 
We may reasonably expect that to the extent she 
is able to recover, be it soon or late, her trade con- 
nections and to repair her diminished man power, 
Germany will be as potent a competitor for the 
markets of the world as she was before.” 

Other speakers also emphasized the point that 
intensified competition, especially on the part of in- 
dustries using iron and steel as raw material, may 
be expected in the future, both from the present 
belligerents and from those countries which have 
carefully refrained from taking part in the present 
struggle. 





For example, Mr. Robert S. Alter of the Ameri- 
can Tool Works Company, in an address on “Export 
Trade Problems,” referred to the preparations un- 
der way in the Scandinavian countries. Said he: 

These countries in the past have been 
large importers of all kinds of material, 
particularly manufactured products. Den- 
mark, Norway and Sweden have recently 
invested one billion kroner ($270,000,- 
000) in factories which will directly com- 
pete with American firms not only in their 
own countries, but in the world at large. 
These factories are manufacturing chiefly 
such goods as emery wheels, twist drills, 
taps and dies, engine lathes, planers, 
shapers, chucks, files, hammers, axes, 
shovels, ball bearings, railway supplies, 
woodworking machinery, automobiles, har- 
vesting machinery, shoe machinery, lum- 
ber machinery and many other classes of 
commodities. 


This conversion of war factories into peaceful 
plants was a topic also touched upon by other 
speakers. Mr. O. P. Austin, statistician of the Na- 
tional City Bank of New York and former chief of 
the United States Bureau of Statistics, in his ad- 
dress, made this observation: 


As to the ability of the manufacturing 
countries to resume their industrial activi- 
ties at the close of the war, the factories 
in every one of these countries are turning 
out much greater quantities of manufac- 
tures than prior to the war, except in the 
case of Belgium and the section of France 
occupied by the armies. While much of 
this activity in production occurs in war 
materials, the promptness with which the 
manufacturers of the United States trans- 
formed their factories into condition to 
produce war supplies suggests that the 
factories of the nations now at war will 
be promptly re-transformed to producers 
of peace requirements at the close of. the 
war. 





An Expert’s Opinion 


Because of the magnitude of our in- 
dustrial plant and its ready adaptability 
to the production of materials of war 
the transformation towards the produc- 
tion of articles of peace will be effected 
with greater rapidity than will be pos- 
sible by any other of the belligerent 
nations.—Charles M. Muchnic. 
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Concerning Industrial Demobilization 
ONCERNING this utilization of war plants in 
producing the usual articles necessary under 

peaceful conditions, Mr. Charles M. Muchnic, vice- 
president of the American Locomotive Sales Cor- 
poration, had some encouraging remarks to make. 
His subject was: “The Influence of the Demobiliza- 
tion of War Industries Upon World Commerce.” 
Following is a quotation from his address on the 
situation of the United States in this respect: 


Because of the magnitude of our indus- 

trial plant and its ready adaptability to 
the production of materials of war, the 
transformation toward the production of 
articles of peace will be effected with 
greater rapidity than will be possible by 
any other of the belligerent nations. It 
was found in numerous instances that the 
Government’s war program for guns, 
shells, aeroplanes, etc., could be met much 
more promptly by building and equipping 
new and specially designed plants than 
transforming existing works, and so our 
War Department has wisely sought to 
utilize not so much the existing plants, 
but the successful industrial organizations 
which were entrusted with the building 
and operating of the new plants. 
The demobilization of such plants should 
not entail any delay whatsoever in the 
production of articles of peace, but would, 
on the other hand, permit of meeting the 
large demand for all we can produce im- 
mediately after the war, and allow of a 
gradual change in the equipment of war 
plants with a consequent gradual increase 
in the capacity of our production. 


U. S. Will Remain “the Provider” 


URTHER remarks un phases of the same sub- 

ject were made by Mr. Burwell S. Cutler, chief 
of the Bureau of Foreign and Domestic Commerce, 
in an address on “American and Foreign Govern- 
ment Trade Encouragement Agencies.” He said: 
“It seems to me that no arbitrary control under the 
authority of laws already existing among our asso- 
ciates, or in process of adoption can possibly dis- 
place the United States of America from its position 
of chief provider during the first few years of re- 
construction. Our first stock of materials in the in- 
dustrial and mercantile organizations still left in- 
tact and undestroyed by war will attract the great 
bulk of all orders for goods from every region 
where dissatisfaction of commercial needs has been 
accumulating for the past three or four years.” 

In this race for trade after the war, advertising 
is going to play a prominent part, according to 
Mr. Ernest B. Filsinger, from whose entertaining 
address on “Successful Advertising Methods and 
Mediums” the following is a quotation: 

“The most striking proof of the value of adver- 
tising in foreign fields is the action of certain Eng- 
lish manufacturers. Despite their inability to de- 
liver motor cars, motor lorries, and many other 
articles because of war demands, they have con- 
tinued their advertisements in India, Australia, 
South America, etc. The value of good will accu- 
mulated in former years was so evident that they 
deemed it expedient to save this by a wise adver: 
tising expenditure even though they could not make 
shipments. They were unwilling to permit the 
names of their automobiles, trucks and other prod- 
ucts to be forgotten by the buying public during 
the period of non-delivery. When conditions again 
become normal they will enjoy a decided advantage 
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over other manufacturers who have not been so 
foresighted.” 

All the speakers before the convention seemed to 
agree that no fear should be entertained about the 
eventual success of the American shipbuilding pro- 
gram. Their sentiments in this respect were ably 
summed up by Mr. M. E. Farr, president of the 
American Shipbuilding Company, Cleveland, Ohio, 
who said that the most reliable reports now obtain- 
able show that the production of new ship tonnage 
overbalances that destroyed. “A large amount of 
new American tonnage will soon be available, and 
production will rapidly increase in volume until an 
ocean carrying capacity is provided fully ample to 
meet war and commercial requirements,” he de- 
clared. 


The Barney & Berry Receivership 


HE famous skate manufacturing firm of Barney & 

Berry, Inc., Springfield, Mass., has been placed in 
the hands of Frank H. Page and Arthur C. Hastings 
as receivers, but the hardware trade will be interested 
to hear that this fact will in no wise interfere with the 
continuance of the business of this established old house. 
This action was taken simply to await the settling of 
Mr. Everett H. Barney’s estate. 

The Barney &*Berry Company was in effect owned 
for many years by Mr. Barney, who, largely, if not 
wholly, through the operation of this company, accumu- 
lated substantial property, which by his will was be- 
queathed and devised to trustees who are to administer 
it for the benefit of the city of Springfield. Almost 
the entire amount of the capital stock of the Barney & 
Berry Company is included as part of the estate. The 
will was attacked and after considerable litigation and 
after a decision by the Supreme Court of Massachu- 
setts a compromise was effected. This compromise has 
not yet been carried into full effect because the neces- 
sary time for legal requirements has not elapsed. 

It was decided that the conduct of the business by 
officers of the court would be more advantageous than 
its conduct by a temporary organization with uncertain 
tenure; accordingly, upon the filing of a bill in equity, 
which specifically stated that the corporation was sol- 
vent and ‘alleged assets greatly in excess of the amount 
of liabilities, the receivers were appointed. 
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The Girl in the Hardware Store 


Another Story from Our Bright Contributor 
Wherein She Tells of Her Experiences With 
Paint and Houseware, and of the Help She Got 
from “Gib,”’ the Fat and Breezy Traveling Man 


Mary Brown 
ony 


cs 


By MARY BROWN 


This is the second of a series of articles showing what an active young 
woman can do in a business that once was supposed to be of interest 


only to customers of the rougher sex. 


An indication of the number 


of girls who have entered hardware stores as salesmen was the re- 
sponse that Mary Brown’s first article elicited. Scores of letters were 
received from feminine hardware experts all describing the interest 


Y FIRST 
M month in 

the Kenyon 
hardware store 
was largely a repe- 
tition of the first 
day. I was house 
cleaning. After I 
had finished the 
silverware case, I 
cleaned the cutlery 
case. It was a mess 
of mysteries. There were a- lot of razors in one 
corner. I tried washing them as I had the silver- 
ware, and I learned a lesson. Incidentally, I nearly 
lost a finger, and shall carry the scar of that severe 
cut as long as I live. 

Before I had washed the cost and selling marks 
off half the pocket cutlery in that case, Mr. Kenyon 
came along. He smiled, and his eyes twinkled as 
he said, “Miss Brown, those knives certainly needed 
cleaning, but I’m afraid you will have a puzzle on 
your hands before you get them priced again.” 

I must have looked blank as I felt, as he went on 
to tell me that the cutlery case had contained the 
odds and ends of a line of knives they had decided 
to discontinue handling, and that the boxes had been 
thrown away. All the memories in that store failed 
to put the prices and the knives they fitted back to- 
gether, so it was decided to clean the lot out with 
a special sale. Our window trimmer arranged them 
very attractively on some velvet covered boards and 
wrote a show card announcing a 43-cent knife sale, 
and they were gone a week later. One of the boys 
said he guessed the “Store Dish Pan’ had a system 
all its own for cleaning up dead stock. 

I washed the shelving and the sales tables. Oh, 
yes. I learned something there, too. Those sales 
tables were painted white and hundreds of small 
kitchen items were displayed in gray enameled pans. 
As I moved those pans you should have seen how 
the tables looked. Where the paint had been pro- 
tected by pans it was pretty white, but all around 
the edges it was a dirty gray and even Sapolio 
wouldn’t brighten it up. 

Billy, the freckle faced, lovable cub clerk, came 
along just as I finished, administering the final 
scrubbing, and after critically looking it over, said, 
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aroused by Miss Brown’s first story and demanding information as 
to when the next would appear. 
ful tips from Mary. 


Old hardware men can get some use- 
It will pay them to watch her “stuff.” 


“Mary, that table needs a coat of paint as bad as 
your nose needs talcum powder.” 

I laughed and pushed my hair back with my 
wrists. “You’re right, Billy. Can you paint?” 

“Can I paint? Say, I’m the kid that painted the 
ark. I’ve painted one dog house, one chicken coop, 
and have the annual contract of doing the burg over 
every Hallowe’en. Can I paint? Gimme a brush. 
I’ll furnish the elbow grease.” 


Billy Showed He Could Do the Job 


ILLY’S self recommendation as a painter got him 
the job, and he finished those four tables that 
night. To my surprise, he didn’t spatter things up 
either. He was careful and spread the paint evenly. 
The only thing he spoiled was his pants. He 
had leaned against his own work, and had a big 
white circle around his hips. ‘Gee,’ he said, with 
a doleful expression on his face. “Them pants are 
the only good ones I’ve got.” 

As we stood there looking over the wreck of 
Billy’s wardrobe, George Neély, our paint man, 
came along. He is a big, good-natured fellow who 
has a world of friends. He just seems to know 
everything about paint. 

“Billy,” he laughed, as he stood off and_looked at 
my little painter. “Billy, you are a good painter, 
but a poor ad. You want to take a bath in paint 
remover.” We got the idea, and with some of that 
remover cleaned Billy’s pants until you wouldn’t 
have known they had been soiled. 

The experience taught me the value of paint re- 
mover, and I have sold lots of it since. An old job 
that has been painted over twice or three times has 
an uneven surface that makes it very difficult to do 
a good job on, but with paint remover all the old 
uneven surface can be removed right down to the 
wood, and good work is made easy. 

Billy went down the street whistling like a night- 
ingale. His happiness was contagious, and I went 
home tired but happy. The next morning my 
troubles with that paint began. The express man 
had just dropped a big black stove grate on the 
front table as I came in. It ruffled up the half-dry 
paint and mixed a lot of dirty grease into it. It 
was worse than muddy feet on a freshly scrubbed 
floor. We got those stove repairs off in a hurry, but 
before I had hung up my coat and hat, Professor 
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Sidney, the high school superintendent, came hur- 
rying in, and in crowding past the express man, 
ruffled a big white strip of paint into his spick and 
span black suit. While I was apologizing and using 
more paint remover, George Neeley made four signs 
—“Fresh Paints”—and put them on my tables. It 
was another good lesson. 


“Gib,” the Fat Traveling Man 

ATER on in the day that big, fat traveling man 

came in again. He comes to our store once a 
month. His name is Gibson and everybody calls 
him “Gib.” He breezed right up to me like he had 
known me all his life. “Hello, Mary, how goes the 
job? Like it, don’t you? Every one likes hard- 
ware. Too few of you girls in it, though. Say, 
those show cases begin to look like something. I’m 
glad you are boosting that line of flashlights I sold 
the chief. They’re great little sellers if you get 
behind them and—SAY, who’s the painter? Those 
tables smell like a breath of spring. Good for you, 
Mary. You’re making clear the fact that the boss 
knew what he was doing when he put a girl in here 
to show these boys how to keep house. Hello, Billy, 
you little speckle nosed comer! Still strong for 
your job, I’ll bet.” 

“Hello, George, how’s the Paint King? Got some- 
thing new to show you and the boss this trip.” 

And so he went on down the store. He didn’t stop 
for answers. He just smiled and laughed and 
talked his way right down through our sales force 
to Mr. Kenyon’s desk where an order was waiting 
for him. To all his happy questions there was but 
one answer—“yes,” and a smile. He took things 
like that for granted, and the world agreed with 
him and was glad to give him business. Later, when 
Mr. Kenyon went out for lunch, he came up where 
I was at work washing those pans. There was an 
accumulation of dry dust in the bottom of every one 
of them. 

“Dirty job, isn’t it, Mary? You know, I saw a 
girl in a department store in X—— that has a sys- 
tem on her sales tables. She used nicely tinned wire 
baskets or trays like these,” and his big catalog 
flapped open on the ledge beside me. Under the 
heading, “Wire Goods,” were pictures of some shal- 
low oblong trays made of a good solid wire. “Look 
spic and span, and when the dust settles it goes 
right through to the top of the table. You can take 
them off and wash the table or dust it in just no 
time at all. That girl’s tables always looked just 
about right. Those pans you’re washing are the 
wrong color to show small items on, and when one 
of them gets empty it looks like a big black scare 
crow. If you want enough of these for your house- 
wares tables, I’ll mention it to Mr. Kenyon.” He 
sold me alright. Of course, I said I wanted them 
and I got them, and our tables have been as neat as 
wax ever since. It was Gib who taught me the 
power of suggestion. 

Making It Easy for Shoppers 

HEN those new tables were finally fitted out 

with the new paint and the bright baskets, 
business began to pick up. I resolved to make it easy 
for shoppers to pick things up. One day I saw a lady 
going down those tables, and she had an egg beater, 
a cork screw, two pot covers and a percolator glass 
Her hand was reaching for a flour shaker, and | 
picked up a pretty basket from one of the sales 
tables and handed it to her. 

“Put them in this until you select what you 
want,” I said with a smile, as I went on waiting on 
my other customer. 

“Thank you,” she smiled back, and five minutes 
later when she came to me where I was writing out 


Hardware Age 


a sales ticket, she had added a can opener, six jelly 
molds, a paring knife and a cake turner. I started 
to lift her purchases out onto the counter, when she 
said, “How much is that basket?” 

“Seventy cents,” I replied, and to my surprise she 
said, “I’ll take it.” 

It pays to wait on more than one customer at a 
time. By this I do not mean that we should try 
to write out two or three sales tickets at one time, 
but we should by some act or greeting to let cus- 
tomers of the rush hours know that we are inter- 
ested in them, that we are glad they have come in, 
and that we will get to them just as soon as we 
possibly can. 

Housewares are the easiest sellers in any hard- 
ware store. I have learned that while there are 
“seasons,” such as housecleaning time and canning 
time, that most of the many items in this depart- 
ment can be sold winter or summer. It’s a great 
place for novelties. For instance, one day Gib came 
in and in his breeze of greetings said, “Mary, I’ve 
got a peach of a seller for your housewares table 
this trip,” and sure enough he had. It was a small 
hand flour shaker built like a big kitchen salt shaker. 
It was nickel plated and a beauty, held about four 
cups of flour and was dandy for sifting flour on 
fish or over the bottoms of biscuit tins, or for mak- 
ing gravy. Say, we bought two dozen of them and 
I sold them in less than a week. Have sold over a 
gross a year ever since. They sell for 25 cents and 
cost us 15 cents. I have found that the sale of a 
handy little article of that kind gives my customers 
so much pleasure in using it that they mention it 
later when they came into the store. 


Most Kitchens Need Something More 


HE average kitchen is poorly enuipped. For 
instance, most women can be sold a very small 
fry pan. Those little 10 or 15 centers. Seems like 
they use less Crisco and wash fewer dishes when. 
they use such a pan to warm up some little left over. 
I am enjoying my work in the store more every 
week. Now I must summarize. The editor said I 
should at the end of each of these stories. 

1. Clean up, wash, scrub and polish the things 
that need it, but be careful about rubbing the cost 
marks off, and, if you care for your fingers, don’t 
wash razors. ‘ 

2. Sell paint remover to people who buy paint to 
do over chairs, tables or other pieces of furniture. 

3. Keep your sales tables freshly painted. Use 
warning paint signs when you paint them. 

4. George Neely volunteered some help and in- 
formation to me in those early days. When you are 
assigned, or when on your own initiative you tackle 
a new thing in the store, ask the old timers for 
pointers. It helps a lot. 

6. Use the pointers the traveling men give you. 
They see so many good selling pointers that they can 
help you a lot. Lots of them like to just fuss 
around, but if you will always turn the conversation 
to merchandise you will save yourself possible em- 
barrassments and learn a lot. 

7. Wire baskets for sales tables. Take them all 
off and dust or wash the table every day. True 
neatness is a continuous performance. Shiftless- 
ness is spotted with spasmodic cleaning periods. 

8. Make everybody feel at home in your store. 

9. Housewares are always seasonable. If yoi 
want to make more sales to a lady after she has 
bought what she came for, show her something new 
for her kitchen. 

10. You will like your work only as you throw 
yourself into it. You cannot expect to succeed at 
anything that does not call forth your best effort. 





Accessories Up Front In the Store 


How Gloversville Hardware Man Pushes Automobile Supplies 


By A. G. PHILIPS, 
of E. L. Durkee & Co., Gloversville, N. Y. 
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In the Durkee store accessories are gathered into an attractive small department 


FTER successfully retailing and wholesaling 
(to some extent) automobile accessories for the 
past five years, we wish to take this opportunity to 
express our appreciation for the many selling helps 
published in HARDWARE AGE and write some of our 
experiences for you to pass along for the help they 
may be to other hardware merchants. 

We started in the automobile accessory business in 
a very small way. As you will admit, no one knew 
whether the consumer was going to call at the Hard- 
ware Store for his needs, for at that time the ga- 
rage seemed the proper place for buying such mer- 
chandise. After handling a few staple articles we 
found that our customers looked to the Hardware 
Store for their wants. 

We have a well trimmed show case full of auto- 
bile accessories at the entrance to our store. This 
show case is arranged in such a way that it is bound 
to attract the eye of every person entering our store 
and we find that by devoting one of our windows 
twice a month to the display of fauto accessories 
helps us materially in developing this line. 

One of the policies of this house has been that 
if we did not have an article that a customer desired, 
we would gladly order it. We find that this is a great 
drawing card, as it is common talk, “If Durkee’s 
haven’t it, they will gladly order it.” 
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Another factor to which we attribute our success 
in this department is price maintenance, as there is 
nothing more distasteful to the consumer or more 
hard on the clerk than price haggling. You are 
aware of the way prices are cut on tireS and we 
find, by having the one price to all, we get a consid- 
erable amount of new business, because, if the orig- 
inal profit is realized, you can, as a rule, give the 
customer much better service. 

In addition, we have a mailing list of all automo- 
bile owners in Fulton County to whom we have 
mailed personal letters and while we have not as yet 
received any great results, we are satisfied that the 
money was well spent in getting our name before 
the accessory buyers. 

We also find that in building up this department 
there have been a great many specialties put before 
us to buy and if we did not give these things care- 
ful consideration we would have a lot of unsalable 
merchandise on our shelves. It is very tempting 
some times to buy some special tool, but by consult- 
ing with the rest of the clerks we, as a rule, pass 
these things up when they would overstock us for 
our community. 

In conclusion, will say we have found the auto- 
mobile accessory department a valuable asset to our 
business. 








Matthews Sells Paint to Portsmouth 


In this store paint and painters’ supplies are not a mere 
side line but a prominent factor in the total volume 


of sales. 
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This business is not in a large city, either. 


By W. E. FREELAND, 
New England Editor, HARDWARE AGE 














CCASIONALLY one finds a store where paint 
is given special prominence and where the 
volume of sales of paint is an important part 


of the total sales of the store. Such a store is that 
of the E. C. Matthews Hardware & Paint Com- 
pany, Portsmouth, N. H. One entire side of the 
store is given up to the display of paints. As 
shown in the illustration, paints, varnishes, paint 
brushes and painters’ supplies are given the best of 
the display cases and the most prominent location 
in this store. Mr. Matthews says it paid him big 
to move paint up front in the store. 

The policy of the store is to carry only the stand- 
ard and better advertised brands of paints, var- 
nishes and enamels and to have a wide and good 
selection for various purposes. Place is found for 
the displays of the attractive posters furnished by 
the paint manufacturers, and the literature which 
they furnish for general distribution finds its way 
into many of the letters sent out by the company. 
Particular attention is paid to having the labels on 
the cans clean, and if they arrive torn or dirty new 
labels are sent for to replace the damaged ones. 

About three-quarters of the paint sales are of 
ready-mixed paints in cans. Sales of varnish and 
enamels are nearly as large as the paint sales. Mr. 
Matthews believes that paint well displayed attracts 
attention to itself and to the other lines of the 
store and that a satisfactory paint line is a real 
asset to any hardware store. Part of his success 


lies in his knowledge of paints «nd methods of 
working them and his ability to be a real help to his 
customers. He makes it a point never to push a 
product that will not satisfy the customer—even 
if it is a sticker—except at a sharp reduction and 
with an understanding of the reason for the reduc- 
tion. 
A Mailing List of Five Thousand 


PORTSMOUTH is not a large city, but it is sur- 

rounded by a fine agricultural section and is in 
the heart of a widely known summer resort dis- 
trict. As a result of intensive efforts, about one- 
half of the sales are made to people outside of the 
city. <A list of about 5000 names has been com- 
piled, and certain sections of this list are used from 
time to time for direct advertising. Persistent 
newspaper advertising is employed to catch the city 
trade and to influence to some extent the country 
trade. 

From time to time a considerable use has been 
made of advertising novelties, particularly yard- 
sticks and carpenter’s aprons. In selecting these 
novelties nothing but the very best grade is employed, 
as experience has proved that the good things will 
attract business and that it is better to use an ex- 
pensive article on a smaller scale than to use 4 
cheap article more widely. 

But Mr. Matthews says that service and quality 
goods have been the most important factors in 
building his paint business. He has featured paint 
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Mr. Matthews displays paints in showcases as fine as those showing silverware and cutlery 
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in Portsmouth until nobody thinks of Matthews 
without thinking of paint. And few apparently 
think of paint without thinking of Matthews. The 
name of the firm reads “E. C. Matthews Hardware 


There Are Suggestions for YOU In T 


& Paint Company.” Mr. Matthews points to the 
sign and says: “Paint used to be the tail of the 
business, but late years it has become the tail that 
wags the dog.” 


his Attractive Miller Paint Department 


Note the “self-selling” arrangement of paints, varnishes and brushes in the store 
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The 
“Use 
More 
Paint” 


Move- 
ment 


By ERNEST T. TRIGG, 


Vice-President and 
General Manager, 
John Lucas & 

Co., Inc., and Father 
of the “Use More 
Paint” Movement 


mal annual consumption of paint should be 

multiplied by four in order to give adequate 
protection to property in the United States. Exper- 
iment on a fairly large scale has also demonstrated 
that property owners will buy paint if its pro- 
tective value is brought to their personal attention. 
In one Eastern city of moderate size two weeks of 
house-to-house canvass sold directly to the owners, 
at present retail prices, enough paint to keep the 
painters of the city busy for some months. 

It was a firm conviction that the paint question 
has never been properly or adequately brought 
home to the American people that originally 
prompted the suggestion of concerted action on the 
part of the trade to present the matter completely 
and intelligently to the consumer. 

The paint and varnish industries are organized 
according to a theory which as a theory is ad- 
mirable, but which unfortunately too often remains 
a theory. The theory is that the dealer is an active 
distributor of products—that he utilizes his un- 
doubted advantage of direct contact with the con- 
sumer actively and intelligently. When and where 
he meets this specification there is no cause for 
complaint. But it is notorious that too generally 
he neither can nor will attempt to size up to the 
opportunities. Very many of these dealers are 
primarily not paint or varnish dealers but hard- 
ware, drug or general store dealers, with whom 
the paint line is too often only a “side line.” 

Despite this perfectly obvious fact, the trade in 
general have concentrated their efforts upon the 
dealer, and competition among them has been too 
largely a competition for agencies rather than a 
competition to stimulate the interest of the con- 
sumer. 


[ has been pretty well established that the nor- 


The Dealer’s Preference 


OW dealers are naturally interested in those 
products which move into consumption most 
easily and most rapidly. His preference is, there- 
fore, given to those products for which there is a 
constant demand or for which the demand is stim- 
ulated by national or local advertising—in other 


words, for those staple goods of which the con- 
sumption is natural and regular, or for those spe- 
cial products for which demand is created by the 
manufacturer. That is the line of least resistance, 
which the average human being may be expected 
to follow. It is self-evident that the every-day 
hardware man, for instance, cannot be expected to 
specialize in the promotion of paint consumption, 
and it is also self-evident that so long as general 
paint advertising is chiefly competitive exploitation, 
its chief net result will be, not the stimulation 
of consumption per se, but the stimulation of con- 
sumer preference for one brand rather than an- 
other. 

The broad general effect of this procedure is that 
at the end of each year manufacturers find on their 
books some new names—accounts taken away from 
competing manufacturers—with about an equal 
number of old names missing—accounts taken away 
by competing manufacturers—and the net effect on 
national consumption is about the same as the 
effect of a transfer of goods from one warehouse 
to another. 

The proposed “Use More Paint” campaign is 
predicated upon a few clear and simple proposi- 
tions: 


The “Why” of “Use More Paint” 


prenes Sat is an economic necessity. Struc- 
tural materials will deteriorate and in due time 
disappear if not protected. 

Second—Paint and varnish are the ordinary nor- 
mal agencies of preservation. 

Third—Paint, properly used at proper intervals, 
is an investment rather than an expense, since it 
serves to maintain the integrity of invested capital. 

Fourth—Viewed in this light the national con- 
sumption of paint is scandalously inadequate, as 
the most cursory survey of conditions will show. 

Fifth—While it is difficult to convince consumers 
of the necessity of purchase by appeal to their 
esthetic instincts, the appeal to material self-in- 
terest is always effective, if capable of clear demon- 
stration. 

Sixth—The demonstration here lies in a simple 
statement of the plain facts. 


The Gun Is Charged—Fuse Inserted 

|= foregoing is, in outline, a summary of the 

reasoning which has led the majority of manu- 
facturers of paints, varnishes, raw materials, paint- 
ing accessories and the organized painters of the 
country to pledge themselves to the financial sup- 
port of a five years’ campaign to promote a larger 
and more intelligent use of paint by American prop- 
erty owners. 

Meanwhile, with the patriotic necessity con- 
fronting all of us—manufacturers, dealers and con- 
sumers alike, of concentrating our energies, our re- 
sources and our facilities upon the national busi- 
ness of winning the war, it has been deemed wise 
to defer for a time the inauguration of an enter- 
prise which we believe destined to have a dominat- 
ing influence on the future of this industry. 

Viewed in one light, no more suitable moment 
than this could be selected to inaugurate a cam- 
paign so distinctly in the interest of conservation; 
but, on the other hand, all industries are in course 
of readjustment to the exigencies of the war, and it 
is perhaps wiser to wait until the situation clarifies 
itself before inaugurating a movement so impor- 
tant and farreaching. 

Meanwhile, the gun is charged, the fuse inserted. 
It only awaits the psychological moment for pulling 
the lanyard. 
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Whooping It Up in Missouri 
ABEL HENNESSY, advertising manager, 
Bunting Hardware Co., Kansas City, Mo., 
writes: 

“The floating of the early Liberty Loans was the 
biggest thing in civic enthusiasm ever experienced 
in this city, and it was done principally by the Kan- 
sas City business men. These patriotic gentlemen 
let their offices and various businesses take care of 
themselves and they gave their services to their 
country. 

“The same manner of handling was no doubt car- 
ried out in other cities as in Kansas City, but will 
say that a call meeting was held—all merchants of 
all businesses being invited. This was held at one 
of the leading hotels. At this big gathering a cap- 
tain was selected to act in each team composed of 
eight or ten men. Daily noon meetings were held 
to announce reports of number of Liberty Loan 
Bonds sold and to whom sold. These lists were ac- 
cepted and turned over to the newspapers. 

“George H. Bunting, our president, served on one 
of the leading teams. He never saw the bottom of 
his desk for the entire two weeks. He was one of 
the hardest working salesmen in this big cam- 
paign. His being away from the store worked a 
big hardship on the others as the Bunting Hard- 
ware Co. is a young man’s store (28 per cent of this 
man power are now in the service; all were hold- 
ing responsible positions, men in charge of depart- 
ments, etc.), which made it hard for the head to be 
away. But Mr. Bunting was happy and only wor- 
ried when his team was not at the head of the list. 

“The firm subscribed for a certain quota of 
bonds. The employees also subscribed—100 per 
cent. The president of our firm personally made it 
possible from the office boy up to be in position to 
lend their country their few extra dollars. 

“In our daily newspaper ads attention was called 
to the fact that all should subscribe. On our mail 
that was sent out we attached stickers advising the 
recipient of the Call to Arms for the Liberty Bond 
March. 

“The employees of the Bunting Hardware Co. 
are 100 per cent Liberty Bond owners and 100 per 
cent Red Cross members. We also have a booth in 
our establishment in which we sell War Savings and 
Thrift Stamps. 

“During such campaigns we invite the publicity 
men to make free of the store in the distribution of 
banners, cards and stickers and window display. 
We have in our window at all times some such re- 
minder of the present struggle and how each can 
enlist to serve.” 


How Stanley Works Did It 


100,400 worth of the first Liberty Loan Bonds 

were bought by the employees of the Stanley 
Works at its New Britain plant; $114,000 worth of 
second Liberty Loan Bonds were also purchased, or 
an average of about $40 worth of the second bonds 
for each employee. Both issues were handled in 
about the same way and the method proved so sat- 
isfactory that they will use it in connection with 
the third Liberty Loan. 
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The management appointed P. F. King, a mem- 
ber of the sales committee, to act as general sales 
manager. He in turn appointed a sales agent in 
every factory and office department, usually the 
factory foreman and department manager. At the 
start of the campaign a general meeting of all sales 
agents was called. The nature of the bonds, vari- 
ous methods of payment, and a couple of patriotic 
ginger talks was given to them. 

At the close of each day during the campaign 
each sales agent made a report to the sales man- 
ager, and these reports were posted on a large bul- 
letin ‘board which was especially erected for this 
purpose, at the main entrance to office and factory. 
In this way a strong competitive spirit between the 
different departments was worked up. Special 
posters with a Stanley Works’ flavor were prepared 
by the advertising department, and other general 
advertising was obtained from the local Liberty 
Loan Committee. 

The Stanley Works sold to employees bonds 
which could be paid for in fifty weekly instalments, 
although many of the men have by now made full 
payments on their first and second bonds. 

“Although the employees of the Stanley Works 
are buying about $2,500 worth of War Savings 
Stamps a week we have every reason to believe that 
our employees will purchase at least $125,000 worth 
of the next Liberty Loan,” writes A. H. Dessau, 
advertising manager. 


Jim Brown Now General Manager 


HE announcement by Thos. E. Wilson & Com- 

pany, Chicago, of the appointment of Mr. James 
Brown as general manager for the company will be 
received with satisfaction by Mr. Brown’s friends 
in the hardware trade. “Jim” has had years of ex- 
perience both in the 
marketing and the 
manufacture of sport- 
ing goods. He bears 
a national reputation, 
and is looked upon as 
an acknowledged au- 
thority in all things 
pertaining to the sport- 
ing goods line. 

Leoking back a few 
years, we find him act- 
ing as assistant to 
George Montgomery of 
the Fair Store, Chi- 
cago. Here his ability 
and aptitude were 
quickly recognized, 
with the result that 
after five years with 
the Fair he was _ in- 
ee = luced to take charge of 
a large exclusive sport- 
ing goods store in Sac- 
ramento, Cal. After a 
three-year stay, he accepted an offer from Standart 
Brothers, Detroit, Mich. He installed the sporting 
goods department of this Detroit house, and soon 
made their line one te be reckoned with in that part 
of the country. 

About that time Herman Boker & Company were 
in need of a manager for their Chicago branch, and 
having a soft spot in his heart for the Windy City, 
“Jim” accepted the position, continuing in their 
employ until the outbreak of the war with Ger- 
many. He then decided to cast his lot with Thos. E. 
Wilson & Co. 
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Jim Owings— Window 
Trimmer—at Work 


OME of us knew Private James E. Owings be- 
S fore he went into the army. We used to call 

him Jim, and we liked the ginger he put into 
his work. Jim’s home was in Kansas City, and his 
job was window trimmer for the big Bunting Hard- 
ware Company on Walnut Street. 

Say, that boy could certainly trim windows, and 
he was always a lap or two ahead of the crowd! 
Jim was an anticipator. His long-range guns began 
bombarding Christmas prospects in October, and his 
garden campaigns started before Old Man Winter 
registered his final kick. Never a holiday got by 
without Jim’s windows playing it up in advance, and 
his efforts kept a steady stream of new customers 
streaming through the doors of the store that kept 
him stepping up the pay roll. 

Jim was popular with the boys and girls in the 
store, too. His smile was a self-starter and he never 
ran out of gas. In fact, he was just the sort of a 
chap to get the war fever, and when it broke out 
there was no restraining him. Every fever blister 
was branded U. S., and Jim encouraged them. He 
had one flat tire, and Uncle Sam’s booking agents 
turned him down a time or two, but the boy from 
Buntings came back with a new sales argument so 
regularly that in due time he landed and was sent 
to Camp Funston. His duties there are right in 
line with his old work. He writes signs and show 
cards for the camp, and it’s no small job. Jim’s 
business sense has in no way been dulled by his 
uniform. Kansas City friends visiting him recently 
found the many stores around the army city fairly 
bristling with good window trims and show cards. 
Jim was using his spare time the right way. 

Did you ever see any of his cartoons? They are 
the kind that get across with the briefest sort of 
a caption.- “Kitchen Duty,” “Retreat,” and “Forced 
March” are three I have requisitioned for this story. 
Jim is 22 years old. He left one of the best window- 
trimming jobs in the hardware field to do his bit, 
and his talent is being used. Good luck, Jim! 
When you go Over the Top we hope you will dis- 
tribute a big package of Prussian Blues. 


Differentiating Pure Manila Rope 
from Substitutes 


Ts ANILA” rope henceforth is to contain 100 

per cent Manila fiber. Owing to complaints 
extending over many years regarding the branding 
of Manila rope, the Federal Trade Commission, 
Washington, D. C., has induced manufacturers to 
agree to use the term “MANILA” on rope contain- 
ing pure Manila fiber only, or to specify the dif- 
ferent mixtures if other cordage fibers are used. 
The point is to use the word “MANILA” solely 
with reference to rope of pure Manila fiber. 

Leading up to this determination, the Federal 
Trade Commission sent to all manufacturers of 
rope the following request, namely: 

“1, Forward to the Commission the name of each 
brand of rope which you manufacture. 

“2. Give the composition of each brand, and per- 
centage of each material to the whole. 

“3. State whether the composition has varied to 
an appreciable extent. And if your answer is yes, 
give the difference in composition extending over 
a period of two years, with the date when the 
change in composition was made. 

“4. Submit copies of circular letters, advertise- 
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ments, price quotations, catalogs, and other litera- 
ture, etc., used to stimulate the selling of rope. 

“5. Submit a sample of each of your brands, 
with a memorandum or statement attached giving 
the materials (and the percentage of each) of 
which it is composed. Also send facsimiles of any 
tags, wrappings or burlaps which are attached to 
the ropes when sold or displayed.” 

The purpose of this undertaking is to eliminate 
unfair competition because of ropes made partly 
of Manila fiber and a mixture of other fibers, in- 
cluding sisal, which the dealer or consumer is abso- 
lutely unable to detect when made into rope, unless 
tested by a machine made for that purpose. 

Obviously every length of rope or coil cannot be 
subjected to such test and the fibers once mixed are 
difficult or impossible, if cleverly done, to distin- 
guish even by the most expert. 


‘Doll’? Western Sales Manager 


W. DOLLAHON has recent become Western 
* sales manager for A. C. Penn, Inc., with head- 
quarters at Chicago. He will have charge of the 
entire West and the 
Mississippi Valley from 
Memphis north. Mr. 
Dollahon came East 
with A. CG Penn 
eighteen years ago to 
assist in opening up 
Eastern territory for 
the Simmons Hard- 
ware Company of St. 
Louis. He is one of the 
best known hardware 
salesmen in America, 
having sold goods in 
thirty-eight different 
states. For the past 
nine years he has been 
located in Boston. 
“Doll,” as he is fa- 
miliarly known in the 
trade, is possessed of a 
twelve - cylinder laugh, 
a rich Irish humor, and 
a knowledge of cutlery 
that would give him a 
J. W. Dollahon lead part in an all-star 
cast. The A. C. Penn, Inc., is to be congratulated on 
this addition to a selling force already noted for 
aggressive business ability. 








Bokers’ Big Purchasers of Liberty 
Bonds 


HE Boker Cutlery & Hardware Company, Inc., and 

H. Boker & Co., 101-103 Duane Street., New York 
(closely affiliated concerns), have as corporate organiza- 
tions subscribed to a total of $100,000 worth of the 
Third Liberty Loan. 

In addition to this, the employees of these establish- 
ments, up to April 24, inclusive, had taken individually 
$19,350 worth of bonds and before the close of the 
drive they expect to carry the amount well over $20,000 
for their own personal account. These houses also were 
among the first in the New York hardware district to 
receive the 100 per cent honor flag, which is displayed 
in their front window. 

The employees as such took $10,100 of the First Lib- 
erty Loan, and in the Second Loan $8,250 worth of 
bonds last October, at which time the house also bought 
$50,000 worth. 

This is but one example of the interest that hardware 
houses of New York are taking in financing the work 
of our boys “Over There.” 











May 2, 1918 


Texas Jobbers Meet 


HE Twenty-Third Annual Convention of the 

Texas Hardware Jobbers’ Association, held at 

the Galvez Hotel in Galveston on April 19 and 20, 

was the most interesting and profitable meeting 
held by that organization in years. 

The unusual conditions the hardware jobbers have 
experienced for the past few years, and the very 
unusual one they are going through to-day, fur- 
nished a basis for the serious consideration of many 
subjects that are peculiar to this class of trade. 

The meeting was attended by the following mem- 
bers and visitors: 


Members—F.. A. Heitmann, president, F. W. Heit- 
mann Company, Houston; D. D. Peden, Peden Iron & 
Steel Company, Houston; Harry A. Black, Black Hard- 
ware Company, Galveston; B. Wadel, Wadel-Connally 
Hardware Company, Tyler; Arthur D. Hodgson, Nash 
Hardware Company, Fort Worth; F. B. Sechrist, San 
Antonio Mach. & Supply Company, San Antonio; Paul 
E. Krueger, San Antonio Mach. & Supply Company, 
San Antonio; E. C. Oliver, Huey & Philp Hardware 
Company, Dallas; C. S. Roberts, Roberts, Sanford & 
Taylor Company, Sherman; J. W. Janes, H. S. Bettes 
Hardware Company, Paris; Geo. Cross, Walter Tips 
Company, Austin; G. L. Tatum, W. M. Tatum Hard- 
ware Company, Corsicana; R. Mueller, E. L. Wilson 
Hardware Company, Beaumont; W. A. Cortes, Bering- 
Cortes Hardware Company, Houston; W. H. Richard- 
son, Jr., W. H. Richardson & Co., Austin; Roy Smith, 
the Walter Tips Company, Austin; J. W. Tabor, Mc- 
Lendon Hardware Company, Waco; C. A. Sherman, 
Herrick Hardware Company, Waco; R. C. Terrell, 
Peden Iron & Steel Company, Houston; E. A. Peden, 
Peden Iron & Steel Company, Houston; A. C. Goeth, 
the Walter Tips Company, Austin; R. G. Wilder, Nor- 
vell-Wilder Hardware Company, Beaumont; Lewis 
Dittmar, F. W. Heitmann Company, Houston; R. P. 
Goodman, F. W. Heitmann Company. Houston; John L. 
Keith, E. L. Wilson Hardware Company, Beaumont; 
J. C. Bering, Bering-Cortes Hardware Company, Hos- 
ton; J. M. Walsh, Moroney Hardware Company, Dal- 
las; H. Levy, Ben Blum & Co., Galveston; R. F. Bell, 
F. W. Heitmann Company, Houston. 


Visitors—J. M. Collins, Orunden-Martin Mfg. Com- 
pany, St. Louis, Mo.; Wm. F. Behring, Whitlock Cor- 
dage Company, New York; W. C. Bullen, the Jron 
Tradesman, Atlanta, Ga.; F. E. Hubby, Remington 
Arms Company, Waco; J. S. Loftin, Remington Arms 
Company, Waco; F. B. Markle, Texas Carnegie Steel 
Association, Galveston; A. M. Cox, secretary-treasurer, 
Texas Hardware and Implement Association, Dallas; 
A. I. Falsom, French Battery & Carbon Company, Dal- 
las; R. V. Holland, Farm and Ranch, Dallas; H. B. 
Webster, Pittsburgh Steel Company, Dallas; L. L. 
Hopper, National Lead Company, San Antonio; W. E. 
Belcher, United States Rubber Company, Houston; 
J. L. Osborne, American Steel and Wire Association, 
Dallas; J. P. Tufts, American Steel and Wire Associa- 
tion, Dallas; Clarence Monrose, American Steel & Tin 
Plate Company, New Orleans; Geo. T. Babcock, Vane 
Calvert Paint Company, St. Louis, Mo.; Mr. Moses, 
Bethlehem Steel Company, Atlanta, Ga. 


The following resolution was passed: 


“Whereas, our government continues in its war 
for justice and righteousness, be it 


Resolved, that this association reaffirms that the 
first duty of the commercial interests of this coun- 
try is to lend their entire efforts to the support of 
our government, and be it further 


Resolved, that the Texas Hardware Jobbers’ As- 
sociation extend to all recognized authorities its 
entire membership and resources to the end that 
every facility may be given to the speedy and eco- 
nomical ending of the strife.” 

The following officers were elected: 

F. A. Heitmann, F. W. Heitmann Company, Hous- 
ton, president; G. K. McLendon, McLendon Hardware 
Company, Waco, first vice-president; W. H. Richardson, 
Jr., W. H. Richardson & Co., Austin, second vice-presi- 
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dent; R. F. Bell, F. W. Heitmaun Company, Houston, 
secretary-treasurer. 

Executive Committee—A. C. Goeth, chairman, Wal- 
ter Tips Company, Austin; E. A. Peden, Peden Iron & 
Steel Company, Houston; W. H. Torian, McLendon 
Hardware Company, Waco; A. D. Hodgson, Nash Hard- 
ware Company, Fort Worth. 


Daylight Saving Largely Due to 
Hardware Man 


IDE commendation and praise has been given all 

over the country to the daylight saving legisla- 
tion recently put through at Washington, by which, 
at 2 a. m., Sunday morning, March 31, clocks all over 
the country were moved forward one hour. 

The readers of HARDWARE AGE, we are sure, wil] be 
interested in knowing that a hardware man who is an 
ex-president of the American Hardware Manufactur- 
ers’ Association, was more largely responsible for put- 
ting through the daylight saving legislation than any 
other man in the country. The man we refer to is 
Robert Garland, president of the Garland Nut & Rivet 
Co., of Pittsburgh, a concern known to the hardware 
trade all over the country. “Bob,” as his friends know 
him best, is one of the busiest men in Pittsburgh. He 
is president of the Chamber of Commerce, a position 
he has filled with wonderful success ever since he 
assumed it, the membership of the chamber having 
been nearly doubled under his direction. He did some 
great work in securing the daylight saving legislation 
by virtue of his office as president of the Pittsburgh 
Chamber of Commerce, and more particularly as chair- 
man of the Daylight Saving Committee of the United 
States Chamber of Commerce, which meant the backing 
of 600,000 business men throughout the country, as well 
as 101£ organized units, these being constituent organi- 
zation members of the United States Chamber of 
Commerce. Mr. Garland traveled everywhere in the 
interest of the Daylight Saving Bill, and made scores 
of addresses in its interest. 

As a recognition of the splendid work done by “Bob” 
Garland, he has obtained and highly prizes the three 
pens that were used in making the daylight saving bill 
a law. One of these is the pen used by President Wil- 
son in signing the bill. The second was the pen used 
by Vice-President Marshall in signing the Senate bill, 
and the third is the pen used by Speaker Champ Clark 
when he signed the House bill. 


Elect Officers Next Week 


HE annual meeting of the Paint, Oil and Varnish 

Club of New York will be held on the evening of 
Thursday, May 9, at the Drug and Chemical Club, 100 
William Street. The meeting will follow the dinner, 
notice of which will be issued later by the efitertain- 
ment committee. The following nominations will be 
voted upon: : 

President, T. E. Kearns; vice-president, J. W. Bossert; 
secretary, G. V. Horgan; treasurer, Harry Woolsey. 
Executive Committee: H. Gates, chairman; F. J. Van 
Vranken, Alfred Mason, Frank P. Cheesman, W. F. 
Burleigh, H. S. Chatfield. Arbitration Committee: G. 
W. Fortmeyer, chairman; J. B. Bouck, Jr., Frank Wool- 
sey, Eugene Merz, F. W. Kasebier. Delegates and 
alternates to 1918 convention of National Paint, Oil & 
Varnish Association: Delegates—D. W. Edgerly, chair- 
man; H. Gates, Frank Woolsey, R. O. Walker, J. B. 
Bouck, Jr., J. W. Bossert, F. W. Kasebier, H. J. Schnell, 
Alfred Mason, G. V. Horgan, E. M. Waldo, R. H. Lers- 
ner, F. L. Medbery, W. I. Coulston, J. F. McBride, A. L. 
Phillips, Paul Uhlich, G. H. Tomlinson, W. F. Donald- 
son and C, Sanford Smith. Alternates—C. H. Black, H. 
G. Sidebottom, C. J. Roh, J. A. Stoner, Minor C. Smith, 
F. W. Burnside, J. F. Melton, E. F. Horn, W. B. Ken- 
nedy, H. U. Brandreth, A. H. Peck, W. H. Fales, G. H. 
Stevens, R. T. Conley, H. W. Sherrill, J. W. Byrnes, W. 
F. Zipse, L. O’Malley, W. A. Patterson and Geo. W. 
Knapp. 
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By W. L. 
WASHINGTON, April 29, 1918. 


SPRING drive for an early adjournment of 
A Congress is on. This is about the time of 

year when the young man’s fancy lightly 
turns to thoughts of love and the average Con- 
gressman, whose political fences need a little at- 
tention, begins to think longingly of the folks at 
home. 

The reason why Senators and Representatives 
are anxious to quit Washington as early as pos- 
sible this summer is that the elections for the 
entire House of Representatives and for a third 
of the Senate are held next November, and the 
dear people need to be told about what has been 
done for them in Congress and why the present 
incumbents should be kept in their seats. War 


times may be strenuous, but nothing is more im- 
portant to a public man than his political job, so 
there’s a big hustle on to finish up early and get 
out into the congressional campaign. 


I venture the prediction, however, that, like 
Hindenburg’s big drive, it will be checked be- 
fore it amounts to much. The President and the 
chief officials of his administration have lots for 
Congress to do and the legislative program up to 
the present time has proceeded with unusual de- 
liberation. 

The colossal appropriation bills which, as com- 
pared with former budgets, look like the United 
States Treasury alongside of a child’s penny bank, 
are in a very backward state and it will take 
more energy than has been exerted thus far to 
push them through before the end of the current 
fiscal year. Experienced observers here are 
strongly of the opinion that several of the leading 
appropriation bills will be still hanging fire in 
Congress when July 1 rolls around and, as the 
money carried by these bills is for the support of 
the Government during the new fiscal year, it will 
probably be necessary to exact heavy legislation 
by joint resolution extending the old appropria- 
tions until the new ones can be put through. 

May Complete Work in July 

But in spite of the backwardness of legislation, 

it is quite possible for Congress to buckle 
down to business and materially reduce the length 
of the session, provided the President will agree 
to present no more war measures before adjourn- 
ment. The routine work of absolutely essential 
character can be expedited materially and it is 
among the possibilities that Congress may clean 
up its slate late in July or early in August and 
thus take a three or four months’ recess before 
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the next regular session which begins in Decem- 
ber. 

This would mean, however, the shelving of a 
great deal of important general legislation for 
which there is more or less demand throughout 
the country, and it is a question as to whether 
the experienced leaders—and especially those 
whose political fences do not need much atten- 
tion—will be willing to let Congress quit before 
its entire task has been attended to. The leaders 
are in touch with the President and his advisers 
and feel deeply the responsibility of being on the 
job to meet any emergency that may arise. 

Here comes in a suggestion that has been made 
in both House and Senate of late. It is proposed 
that, instead of taking an adjournment after the 
work of the session is completed, an agreement be 
reached for a recess, leaving in Washington a 
corporal’s guard of the members of both houses 
authorized to take adjournments from time to time 
for three days—the limit under the Constitution 
of temporary adjournments. This would enable 
the President at any time to call Congress back 
should a serious crisis demanding legislative 
action. 

How Mileage Figures in the Scheme 

This sounds like a practicable scheme and yet 
there’s a peculiar but exceedingly influential rea- 
son why, instead of a long recess, there will be a 
final adjournment of the present session before 
Congress reconvenes in December. The laws gov- 
erning the session of Congress permit each Sena- 
tor and Representative in Congress to draw mile- 
age from his home to Washington and return at 
the rate of twenty cents per mile for each ses- 
sion. Should Congress take merely a series of 
recesses until December there would be but a 
single session until March 4, next, and therefore 
but a single mileage check from that popular offi- 
cial, the Sergeant-at-Arms, who is the congres- 
sional banker. 

No adjournment, no mileage! This looks like 
a sordid consideration, but I have sat behind the 
scenes at the close of more than one Congress 
when the method of winding up the session was 
determined solely by the question as to whether 
a majority of the House was willing to forego that 
extra mileage. 

But however the matter is finally handled, 
there can be no doubt that a strong dispo- 
sition is developing in both houses to limit the 
present session to war legislation and to shelve 
everything else. There is, of course, a consider- 
able amount of opposition to the project of chuck- 
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ing into the waste-basket a lot of important bills 
to which their authors and promoters have devoted 
a great deal of time and energy, but if Congress 
is to finish its work before the dog-days the only 
way to do it will be to draw the line sharply be- 
tween war and non-war measures. The merit of 
non-war measures must not be permitted to count 
or the plan will not work at all. 


Necessity for Revenue to Govern 


[? is my private opinion that the length of the 
session will depend very largely on the decision 
reached by the Secretary of the Treasury and the 
chairmen of the Ways and Means and Finance 
Committees respecting revenue legislation. It 
now looks as though it would be unnecessary to 
provide additional sources of revenue before the 
end of the present calendar year and if this out- 
look continues until June 30, the chances are that 
Mr. McAdoo, Mr. Kitchin and Mr. Simmons will 
decide that there is no necessity for another reve- 
nue bill until next winter. 

Developments have been tending in this direc- 
tion for some time. Preliminary returns covering 
income and excess profits taxes indicate that from 
these sources the Treasury will receive nearly a 
billion dollars more than was expected. Notwith- 
standing the pace at which Uncle Sam is blowing 
himself, a billion dollars is a good deal of money 
and will run the Government at the present rate 
for considerably more than a month. 

Secondly, owing to the moderate speed devel- 
oped by our manufacturers of war material, the 
Government has not been able to spend as much 
money during the past six months as was antici- 
pated, and this means that funds have accumu- 
lated in the big national strong box much more 
rapidly than Mr. McAdoo believed possible. On 
some accounts this is a pleasant surprise, but, 
of course, if war preparations had proceeded more 
rapidly there would be less money in the Treas- 
ury. 

Taking all these features into account, how- 
ever, the indications are that there will be no ne- 
cessity for a replenishing of the exchequer for a 
good many months to come. 

May Pass Up the Stevens Bill 

[8 discussing the prospect of an early adjourn- 

ment I have heard many expressions of re- 
gret that it will probably mean no action on the 
Stevens price-maintenance bill at the present ses- 
sion. It may be put down as a certainty that if 
Congress leaves Washington before Aug. 15 the 
Stevens bill will not be finally acted on. 

And this is no reflection on the merits of the 
measure or the warmth of its support in Congress. 
The existing situation is due to a combination of 
circumstances beyond the control of those spe- 
cially interested in this important legislative 
proposition. 

The price maintenance bill is in the custody of 
the House Committee on Interstate and Foreign 
Commerce, a committee on Interstate and Foreign 
war legislation every hour of the day—and many 
hours of the night—since the present Congress 
convened. Inasmuch as Federal legislation is al- 
most wholly of an interstate character, the great 
bulk of it must run the gauntlet of this particular 
committee and even when measures of importance 
originate in other committees and are considered 
by them, nevertheless the members of this body 
are often called upon to attend hearings and to 
give their advice as to the form the legislation 
should take. 

It is because Chairman Simmons and his col- 
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leagues have had their hands full with the big 
war legislative program that there has been no 
time for the Stevens bill. Its friends have wisely 
determined not to force a vote upon it in commit- 
tee until a favorable opportunity arises under con- 
ditions that will promise not only a victory but 
a victory by as wide a margin as possible. 


Psychology Counts Here 


This is an important psychological point not to 
be lost sight of. When a bill is reported from an 
important committee by a narrow margin, the 
House receives the impression that there are two 
sides to the question and the House leaders are 
in no hurry to provide for its early consideration. 
If a bill is unanimously reported, it can usually 
be sent whooping through the House and over to 
the Senate in short order. This is a little tech- 
nicality of parliamentary procedure in the House 
that the experienced men now managing the Stev- 
ens bill have kept in mind; hence they have not 
attempted to secure precipitate action that might 
have a flare-back. 

I have often told you that big measures of re- 
form gather headway slowly. It is also history 
that they have made the most substantial prog- 
ress when their promoters have used diplomacy 
and patience and have awaited a favorable op- 
portunity for action. 

The Stevens bill is a big measure of reform and 
its promoters will act wisely in taking their time 
in bringing it to a vote both in committee and on 
the floor of the House. If the vote shows a big 
margin in committee it will foreshadow victory 
in the House and if the margin there is big it 
will mean early consideration and passage by the 
Senate. 

Working for the Barkley Bill 


ERTAIN interests are engaged just at present 

in spreading propaganda in favor of the pas- 
sage of certain so-called honest merchandising 
legislation. Letters and memorials are reaching 
Congress calling attention to the importance of 
the early passage of a labeling law and some of 
these communications are appeals for the pas- 
sage of the Barkley bill. 

I have heretofore outlined this measure which, 
while based upon an absolutely.sound principle, 
is marked by certain extraordinary features which 
will certainly arouse opposition if the measure 
ever comes before the House and goes under the 
dissecting knives af the lawyers in that body. 
The bill is a curious mixture of good and bad fea- 
tures and under the circumstances—especially in 
view of the general desire in Congress to bring 
the session to a close as soon as war legislation 
has been disposed of—it is not likely that the 
leaders will make a place for it on the calendar 
of things which must be taken up. 

An essential feature of the Barkley bill pro- 
poses to link up with every commodity offered on 
the market not only the labels on the goods, wrap- 
pers and cartons attached thereto, but every line 
of advertising that may be published anywhere 
in the United States whether it be in newspapers 
or magazines, on the bill-boards or through the 
medium of the ubiquitous “dodger.” This would 
in effect make the manufacturer responsible for 
every syllable that might be printed anywhere in 
the country concerning his product, even though 
he might not even know that the statements had 
been made. 

In other words, your stock of cutlery, if you 
are a retail merchant in Kalamazoo, Mich., Pensa- 
cola, Fla., or Bangor, Me., would be subject to 
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seizure if some retail dealer in Rochester, N. Y., 
in his daily advertisement in a local paper made 
some statement, however extravagant, with refer- 
ence thereto which upon investigation proved to 
be false in any degree. 

It is difficult to believe that a bill carrying such 
a provision could be brought out of such a com- 
mittee as that on Interstate and Foreign Com- 
merce and yet in the last Congress the Barkley 
bill was reported favorably without a dissenting 
vote so far as the record shows. I think merchants 
generally will agree that there is no occasion for 
haste in considering this amazing proposition. 


Boosting the Rural Motor Express 


At thorough investigation, the Highways 

Transport Committee of the Council of Na- 
tional Defense has urged upon the State Coun- 
cils of Defense the promotion of rural motor ex- 
press lines to connect the farms with the cities. 
towns and villages, thus expediting the production 
of food-stuffs. The plan is to use the “return- 
loads” system, by which farmers can ship into 
town all varieties of farm products such as milk, 
dairy products, calves, hay, grains and particu- 
larly perishable products, and receive in return 
from the stores farm implement parts, seed, fer- 
tilizers and other supplies. 

The supplies which the farmer needs from town 
can be ordered by the farmer in the morning over 
the ’phone and delivered at his gate the same 
afternoon. These rural expresses have already 
been started in many localities and, according to 
the Council, have proved their value by promoting 
an increase in food production. In many farm 
communities where the express is in operation the 
farmers state that any interruption of the service 
would immediately result in reduced production. 

The development of the rural motor express, the 
Highways Transport Committee hopes, marks the 
beginning of a system of universal farm transpor- 
tation over all the main highways, making the 
farmer’s gate a shipping platform alike for his 
outgoing products and his incoming supplies. 

Conserving Labor for War 
ONE of the main advantages of the rural ex- 
press system, the Council says, is that it re- 
duces labor. In some places the hauling formerly 
done by five men with wagons is now being done, 


at many times the speed, by one man with a truck’ 


The other men relieved from their task at hauling 
are at work in the fields cultivating additional 
acres. 

Most of the express lines already established 
are private enterprises. They can be started to 
advantage by individuals in the country who 
know intimately the problems of the farmers in 
their particular sections. 

Keep your eye peeled for the first rural motor 
express that starts from your town and beat the 
mail-order houses to it! 


Obituary 


L. ALLEN, father of modern garden seeders and 

¢ cultivators, died recently at Miami, Fla., in his 
seventy-seventh year. Back in the early seventies 
Samuel L. Allen was a farmer. This was when plant- 
ing was done by hand. Finding the implements then 
in use unsatisfactory, he went to the village blacksmith 
and had the smith mold his ideas into practical imple- 
ments. He soon found himself a manufacturer of agri- 
cultural implements. He established a plant at Phila- 
delphia for the manufacture of Planet, Jr., farm and 
garden implements. For nearly half a century this 
business has continued to grow, under the trade name 
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S. L. Allen & Co., until now the plani covers many acres, 
and Planet, Jr., implements are used all over the world. 
The business will be continued without interruption by 
his associates. 

Cou. GEORGE Popr, 24 years president of the Na- 
tional Association of Manufacturers and a pioneer 
bicycle manufacturer died recently at his home in 
Hartford, Conn., aged 75. He was born in Boston, 
went into business at the age of 16 and served from 
1862 to 1865 in the Civil War, rising to the rank of 
lieutenant colonel. Colonel Pope had been connected 
with the Pope Mfg. Co. in various capacities since 
1890, when he became president of the Hartford Cycle 
Co., a branch of the old Pope Cycle Co. founded and 
presided over by his cousin, the late Col. Albert A. 
Pope. In 1899, when many bicycle interests of the 
country were consolidated and merged into the Amer- 
ican Bicycle Co., George Pope became vice-president of 
the concern, and later president of the reorganized 
Pope Mfg. Co. Colonel Pope is survived by a brother, 
a daughter, Mrs. Charles H. Gillette of Hartford, and 
five grandchildren. 

E. F. CRocHERON died recently at his late home in 
Upland, Cal. He was employed by Wiebusch & Hilger, 
Ltd., New York, over 30 years ago, and had been in the 
cutlery nad hardware business before that time. In 
early years he traveled for the house in the West. Then 
Mr. Crocheron took a position in the New York office, 
where he remained until about five years ago, when, due 
to impaired health, he severed his connection with the 
house and went to California with his wife and spent 
the remainder of his days at the home of his married 
daughter. 

T. G. GREENE died at his home in Eatonton, Ga., 
recently, in his fifty-fifth year. He was a member of 
the firm of the Hearn-Greene Hardware Company, and 
had been president of the Georgia Retail Hardware 
Association. He is survived by a widow, one daughter 
and a son. 


Brief Notes of the Trade 


THE TRIMONT MANUFACTURING COMPANY, Roxbury, 
Mass., has opened an office in New York City at 248 
Canal Street, where it is represented by George F. 
Wyman. 

F. R. GoopELL, selling agent for the Converse Rubber 
Shoe Co., New York City, has sailed for South America. 
He plans to visit Brazil, Uruguay and Argentina. 

THE D. N. CuiarK Co., Shelton, Conn., has been in- 


. corporated with authorized capital stock of $100,000 to 


manufacture hardware. The incorporators are David 
N. Clark, Edward W. Kneen and Dudley W. Stratton. 

THE CATTARAUGUS CUTLERY Co., Little Valley, N. Y., 
is having plans prepared for three additional buildings, 
60 x 100 ft:, two stories, 60 x 40 ft., and 40 x 30 ft., to 
cost $60,000. Tinto Champlain is president. 

THE MARION HARDWARE Co., Marion, N. Y., has been 
corporated with a capital of $300,000 to manufacture 
hardware, agricultural implements, etc. C. H. Lookup 
and A. L. Dean, Marion, and C. R. Pratt, Williamson, 
are the incorporators. 

EpWARD EHRBAR, INC., New York, has been incor- 
porated with a capital of $75,000 to manufacture ma- 
chinery, hardware, etc. Edward Ehrbar, 490 East 
Twenty-eighth Street; A. J. Kennedy and O. A. Lewel- 
len are the incorporators. ; 

THE EMPIRE AXLE Co., Dunkirk, N. Y., has been in- 
corporated with a capital of $300,000 to manufacture 
axles, etc. E. D. Caldwell, Z. R. and O. F. Hakes, Dun- 
kirk, are the incorporators. 

THE TORONTO HARDWARE MFé6. Co., LTp., with a cap- 
ital stock of $500,000, has been granted a license 1n 
Ontario to manufacture hardware, machinery, tools, 
implements, etc. John H. Ince, 184 University Avenue, 
Toronto, is representative of the company. 

THE Lone & WILSON HARDWARE Co., Ltp., Walker- 
ville, Ont., has been incorporated with a capital stock 
of $40,000 by Albert Long, Alfred Miers, both of Walk- 
erville; Herbert W. Wilson, Windsor, and others, to 
manufacture hardware, machinery, builders’ supplies, 
etc. 
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Plier Makers Meet 
Nation’s Need 


MEETING of the plier manufacturers 

of America was held in New York April 
22. The Germans are making an entangle- 
ment wire in which more carbon is used 
than in the past. It is much harder than the 
ordinary wire. The old one-hand pliers will 
not cut it with ease and speed. At that 
meeting all the pliers of more than twenty 
‘loyal American manufacturers were thrown 
on the table and with most commendable pa- 
triotism those manufacturers offered the free 
use of any of their patents in Government 
work for the period of the war. Every mak- 
er was given a free hand and another meet- 
ing was called for Monday, April 29. On 
that date a simple, single action plier was 
presented that did the trick. Several manu- 
facturers produced tools that would cut the 
Germans’ new wire. It took just seven days 
to spike the Kaiser’s new gun. 


The orders for this plier, or the one which 
will be adopted, will crowd the factories mak- 
ing these goods—all of them. The patriotic 
manufacturers who met and solved this prob- 
lem are entitled to the highest praise. They 
are American to the core. They are meeting 
Uncle Sam on the threshold. They are going 
their limit, God bless them. Some of these 
manufacturers are running as high as 90 per 
cent of their plants on Government work. 
They are ideal citizens. 


In caring for this Government business 
and in putting the needs of the boys in khaki 
above those of the domestic consumer, these 
manufacturers are sacrificing large profits 
and are establishing a reputation for slow 
deliveries with hardware jobbers and retail- 
ers. In ordinary times such a reputation 
would reflect badly on a manufacturer; in 
times like these the reverse is true. There 
are some manufacturers in the country who 
have not responded so wholeheartdly and so 
patriotically to the needs of Uncle Sam. It 
is to be regretted that there are some manu- 


facturers who tell new officers in the Gov- 
ernment service that they are not equipped 
to manufacture the things the Government 
needs most, when it is well known in the 
trade that they are so equipped, and that 
their refusal to co-operate is inspired by the 
desire and the temptation to feather their 
nests in an unusual market. 


The manufacturer with forging equipment 
and with milling machines who doubts if he 
can make pliers for the Government makes 
an assertion that is, to say the least, subject 
to question. Such a manufacturer would 
hesitate to defend his position in a body of 
well-posted manufacturers making that line 
of goods, and it is wholly wrong that some 
manufacturers should be making high prof- 
its from the manufacture of domestic 
goods when other manufacturers similarly 
equipped are running at near cost for the 
benefit of their Government. 


It may not be necessary for HARDWARE 
AGE to come out with a list of slacker manu- 
facturers. We may not be called upon to 
turn the light of publicity on manufacturers 
who are running most of their machines on 
catalog goods, when they should be turning 
out things the boys in khaki need. We hope 
it will not be necessary, but if it is we will do 
the job up right. 


Those plier manufacturers who in seven 
days hurdled the Kaiser’s high carbon wire 
are all right. Those who will quickly manu- 
facture the new plier will earn the gratitude 
of all good Americans. Those who dodge the 
issue, those who put the bank book above the 
flag, will deserve the contempt in which they 
will be held. There is room for only one kind 
of an American in the United States to-day. 
That kind of a citizen is well represented by 
the plier manufacturers who have put the 
needs of the Government far above those of 
the individual. 


There are a lot of hardware items on which 
slow deliveries at home are the strongest 
sort of a recommendation. The trade should 
keep this constantly in mind. 
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Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


OFFICE OF HARDWARE AGE, 
New York, April 29, 1918. 


HE late cold and rainy weather, while necessary and 

desirable in supplying much needed moisture to 
the ground preparatory to plowing and seeding, tem- 
porarily checked purchases. he later clear and warmer 
weather has, however, started buying again. An early 
spring which forces growth, followed by one or more 
cold snaps at night, even if of short duration, may re- 
sult disastrously in cutting off vegetation. So there is 
much to be grateful for if progress is slow at the start 
or until likelihood of freeze-ups is past. 

Since the first of the year, and more particularly the 
last month or two, there have been few new hardware 
stores started in this vicinity. Too many stores in a 
section reasonably well served often cause undue com- 
petition. This is the life of trade, but sometimes car- 
ried to excess. 

Retailers in this locality are holding prices steady, 
with, we are advised, practically no cutting. Incoming 
freight has improved in deliveries and seems to be 
gradually getting better, but while shipping facilities 
are more satisfactory, they are still not as good as 
anticipated. 

Owing to the draft for troops, a few hardware stores 
in the metropolitan district have been discontinued, 
a tendency which will, doubtless, be augmented by gov- 
ernment draft in the next few weeks, when other pro- 
prietors and clerks are called to the colors. What ina 
measure will offset this, however, will be the coming 
graduation from both high schools and grammar schools 
(not to mention colleges and universities) of both sexes, 
as more and more the dilution of labor, industrial and 
clerical, through the increasing employment of women 
goes on. While women are not mustered in as sol- 
diers to carry firearms, they are continually taking 
the places of males who serve in France or behind the 
lines, although many women are serving abroad in vari- 
ous capacities. 

Axe, hammer and other hardwood tool handles are 
up again. Permits for carload shipments of different 
goods are given gingerly, and often after they are 
awarded, the goods must be made. For overseas ac- 
count, this creates difficulties again, as the exporter 
has trouble in getting his permits to ship and, not least 
of all, vessels on which to put the merchandise. 

We find merchants and manufacturers who transact 
foreign business taking it only when based on licenses 
obtained by the buyer; also often only when goods are 
to be paid for when the articles are finished. If for any 
reason the purchase cannot be shipped as agreed, it 
must be paid for just the same. That, in at least some 
instances, is because merchants have on hand goods 
which they have held for a year or more awaiting an 
opportunity to put aboard. Also orders have been 
taken that it is fairly certain cannot be shipped for 
a year yet. This probably is far from universal, but 
as the head of one large establishment puts it, it has 
come to this: “We can take export orders in but one 
way and that is our way.” Licenses are few and hard 
to get, while payments are more rigidly demanded 
than ever, and for self protection sellers must tighten 
their methods also. Some of them are taking export 
orders conditional on the buyers having in their pos- 
session the necessary shipping permits. Specifications 
are sometimes taken, f. o. b. mill, but without guaran- 
tee as to final delivery at seaboard. These situations 
are hard, but are necessitated in war times and are 
sometimes beyond control. 

Manufacturers requiring small castings often find it 
almost impossible to get them, as molders do not want 
to do that kind of work because the weight output is 
relatively so small. 


AUTOMOBILE SPECIALTIES.—The Adamson Manufac- 
turing Company, East Palestine, Ohio, quotes as fol- 
lows, each: 


Adamson vulcanizer, Model “E”...... 
Adamson vulcanizer, Model “T” 
Adamson vuleanizer, Model “UU”... 
Adamson vulcanizer, Model “S’’.. 

Adamson repair gum. per Ib., $1.40. 
for Ford car, per pair, 35c. 


GAME TRAPS.—The Oneida Community, Ltd., Oneida, 
N. Y., effective from May 1, quote Oneida Community 
Game Traps as follows: 
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Victor Traps 
Price per dozen. 
With chains Without chains, 
ey $1.07 


Doe CODD 


Newhouse Traps 
Price per dozen 
with chains. 


Oneida Kill-um Traps 
Price per dozen. 


Newhouse Gopher Traps 
Price per dozen, without chains..............++++- $1.73 

LINSEED O1L.—In broad terms the Eastern market is 
almost bare of oil, and most crushers are from weeks 
to months behind in deliveries on orders already booked. 
This is in no sense caused by unusual demand but by 
sub-normal supply. A leading Eastern oil crusher, 
having a contract with the second largest producer of 
linseed oil in the U. S. A., received a wire that 3000 
gallons from a St. Louis branch could not be delivered 
because of an exceptionally light stock. The arrivals 
of linseed from Argentina at New York are of rather 
large proportion, but are part of shipments made sixty 
to ninety days ago, from River Plate ports. Much of 
the oil to be crushed from this seed has already been 
sold to consumers for delivery when available. Current 
shipments of flaxseed, all on sailing vessels which left 
Argentina four or five weeks ago, are extremely small, 
thus definitely fixing the volume of supplies to arrive 
here in the near future to quantities considerably be- 
low the normal requirements. 

Linseed oil, raw, city brands, card rates, is unchanged at 
$1.55 in five or more bbl. and $1.56 in less than five bbl. 
State and Western oil, raw, is $1.55 per gal. in any quantity 
as to price, but there is no reasonably good amount available 

Motor CAR SPECIALTIES.—The American Automo- 
bile Accessories Company, B. & O. Railroad & Blue 
Rock Street, Cincinnati, quotes as follows on sev- 
eral of their automobile accessories, namely: Carbon 
Remover, “Carbogon,” Carbon Remover, 1 quart can, 
list $2.00, 50 per cent. discount. Dri-Kleanit Auto 
Polish, 50 per cent discount, and “Insyde” Tyres or 
inner auto tire protector, 50 per cent discount. 

NAVAL STORES.—This market rules steady with tran- 
sactions of routine character. The supply of turpen- 
tine is only moderate in this locality; southern prim- 
ary markets are on a firmer foundation. Turpentine, 
in yard, is 43 to 48% cents per gallon. In rosins, 
barring a decline of a few cents per barrel in B. qual- 
ity, the tendency in the cheaper grades at Jacksonville 
has been stronger, with a more active market i 
Savannah, where shipments have been lighter and re- 
ceipts heavier. Purchasers in this territory prefer to 
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await more definite advices as to new crop arrivals. 

Rosins, in yard, on the basis of 280 pounds per bar- 
rel, are $6.05 and D. grade, $6.15. 

PAINTS.—The Charles H. Brown Paint Company, 
Fulton and Clinton Streets, Brooklyn, New York, quote 
as follows, all in 1-gal. cans: C. H. Brown’s Pure Lin- 
seed Oil Paint, ordinary shades, per gal., $2.70; C. H. 
Brown’s Flat Wall Finish, white and ordinary shades, 
per gal., $2.40; and Woodlife Shingle Stain, ready 
mixed, per gal., 80c. to $1.20. 

PADLOCKs.—Sargent & Company, New Haven, Conn., 
and 94 Centre Street, New York, have withdrawn all 
prices on padlocks. Revised prices will be ready in 
the near future and sent to the trade in due course. 

RopeE.—Rope business is quite good but rather spotty 
with relation to regular orders. The requirements of 
the Government, however, are excessively large and 
likely to continue big because of shipbuilding, partic- 
ularly, but for Navy and Army needs as well, which 
are great and increasing. The practical rope test 
which manufacturers, in collaboration with the De- 
partment of Commerce, through its Bureau of Stand- 
ards (which those in interest have been puzzling over 
for several years), has at last, it is believed, been defin- 
itely accomplished. Expert chemists finally, under 
the direction of one of the leading manufacturers, per- 
fected a formula by means of which the fibre content 
of all rope samples canbe definitely determined after a 
few chemical reactions. Under treatment pure Manila 
fibre exhibits a sort of brownish tint; all other cord- 
age fibres including the various varieties of sisal, Ma- 
guey, New Zealand, etc., turn to a cherry red and all 
known fibre adulterants, suitable for rope making, take 
practically the same reddish color. This method is 
now accepted as an out and out test and is approved of 
and used by the Bureau of Standards. The process, 
we are advised, is so simple that any intelligent person 
with a little practice can easily get satisfactory re- 
sults, according to the Federal Trade Commission. 
No rope may be branded or sold as Manila rope unless 
it is 100 per cent pure Manila fibre. While rope 
fibres are coming along a bit more freely to some mak- 
ers, others are said to be short, but it is expected that 
the national government will take a hand in expedit- 
ing raw fibre to those in want so as better to equalize 
the supply, in order that some be not overstocked 
while others are short. 

Manila rope prices are unchanged as follows: Manila rope, 
first grade, is 33c.; second grade, 32c., and the third grade, 
28c., base. per Ib. Manila bolt rope is 38c. per Ib. 

Sisal rope. first grade, is 23c., and second grade 20c., base, 
per lb. Hide, bale and hay rope, medium oiled, first grade, 
is 28%c., and second grade, 20%c., base, per Ib. 

Tarred lath yard is, first grade, 23c., and second grade 20c., 
base, per Ib. 

WIRE STRETCHERS.—F. J. Townsend, Painted Post, 
N. Y., manufacturing the Townsend wire stretcher, 
quotes this article at $13.00 per dozen, net. 

WIRE NAILS.—Wire nails are still scarce and while 
representatives distributors have a good many cars 
on the way for store stocks, it is indefinite as to when 
they will be received. One car, in a total of eight or 
nine cars en route, will arrive one day and be gone the 
next, so much are they wanted. There are more nails 
available if there was any way to get them transported. 
Permits are obtained and when more are asked for, 
what have already been issued are given as reason for 
refusal with the remark, “You have your share,” but 
the difficulty is that cars cannot be had after getting 
the permits. Orders are received, booked, and the buy- 
ers notified when deliveries can be made to save un- 
necessary calls. In the case of exports the situation is 
complicated, as buyers cannot be advised of goods ready 
until they arrive when the exvorter himself has to 
struggle with shipping permits for overseas. One con- 
cern has an order for 2500 kegs for shipment to the 
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ERY little news of importance has developed in the 

Chicago territory in the past week, and apparently 
the retailers are doing an exceptional business in most 
localities. To be sure there is some complaint from 
stores in certain parts of the city proper, but this is 
natural since the stores referred to have always de- 
pended heavily on the building trade for their support. 
With building construction cut fully 70 per cent, these 
Stores have found it difficult to keep up the volume of 
sales, even though other lines are selling above normal. 
Out in the smaller towns of the agricultural districts, 
builders’ hardware sales do not form so large a propor- 
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Far East, which with them is a rare transaction, as 
such orders are generally handled in another way. 


Wire nails in store are $4.40 and carted by the jobber, 


$4.45 base per keg. 

Cut NAILS.—Distributors are getting some cut nails 
but are behind on orders. One concern has 1200 kegs 
on the way, but is uncertain as to when they will ar- 
rive because of railroad freight embargoes. There are 
also more inquiries for export. 


Cut nails are $5.20 in store and when carted by jobber 
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$5.25 base per keg. 

WINDow GLASs.—This line is almost dead, yet not- 
withstanding light trade manufacturers are consider- 
ing the necessity for advancing prices. It is estimated 
that probably not over 25 to 30 per cent of the window 
glass factories are operating. Many have closed down 
because raw materials are so much higher. The plate 
glass makers say that sand, a principal ingredient with 
them, which used to cost $1.25 per ton under ordinary 
conditions, is now $4 per ton. The heaviest season 
in glass is usually the fall months, but trade normally 
should be good at present. In pre-war days, Feb. 1 
to say June 1, were good, with from the middle of Sep- 
tember to about Christmas the heaviest season because 
of closing in new buildings started in the early spring 
and the replacement of panes broken from any cause 
during warmer weather. Manufacturers last week 
made a few advances in the first three brackets and 
jobbers may advance their rates soon. Window glass 
prices are as follows: 

First 3 brackets, B single thick, 82 per cent; first three 
brackets, A single thick, 80 per cent; all sizes above the 
first three brackets in A and B quality, single thick, 79 per 
cent; all sizes A quality, double thick, 80 per cent; and all 
sizes B quality, double thick, 82 per cent. Window glass, 
AA quality, single and double thick, ranges from 75 to 78 


per cent discount. 

WHITE LEAD AND OxIDES.—The National Lead Co., 
Atlantic Branch, 111 Broadway, New York, under date 
of April 26, 1918, has made an important change in the 
price of white lead and oxides, viz.: 


Net Weight Packages 





— Res -—Cans— 
25 and 
12% Ibs. 50 Ibs 100 Ibs 1 tb. 5 Ibs 
Cents Cents Cents Cents Cents 
White lead: 
Te ON GRR in vewns 123 12% 12% 15% 14% 
Dutch Boy Red Lead: 
et Oe iveacesehs 13% 13 12% 
Red lead: 
ee 12% 1214 12% 
ED 6ccdawkaneea 12% 12% 12% 


Attention is called to the fact that one price only is 
given, and that this list is the base price from which the 
following discounts are quoted, namely: 

On lots of 500 lb. or more, but less than one ton.10% 
Ci: SG Oe GG GO WRONG a i 6 0% 0 ce ht tecectéuces 10% & 2%% 

For example the net price of white lead when 500 
lb. and up to one ton at a time is bought is at present 
$11.02% per 100 lb. For 2000 lb. or more, an additional 
2% per cent will be allowed, making the price $10.75 
per 100 lbs. It is explained that these discounts take 
the place of the extra 4c. per lb. previously allowed to 
quantity buyers. There is no change in terms, which 
remain 60 days net or 2 per cent. cash if paid within 
15 days. 

Five-lb. cans are packed 50 or 100 lb. per case, and 
1-lb. cans are packed 25, 50 or 100 lb. per case. All 
prices are f. 0. b., New York. . 

CHISELS, AUGER BITS AND SNIPS.—The Peck, Stow & 
Wilcox Co., Southington, Conn., 46 West Broadway, 
New York, quote revised prices as follows: 

Pexto expansive bits, Clark pattern....... oe DOR 

Pexto original snips............ aa , , List plus 10% 
Samson snips ata , Trreees 15% 

Pexto socket firmer, cabinet, pocket and butt 

chisels , 

Pexto socket framing chisels. 15 & 5° 
Pexto tanged firmer chisels. List net 


tion of the gross sales, and the loss is more than made 
up on other lines. Besides it is noticed that the farm 
trade is going ahead with all ordinary building and is 
still using a fair volume of building hardware. All in 
all, conditions are better than was anticipated, and if 
merchandise can be obtained to keep up stocks, the 
average sales throughout the Middle West will be fully 
up to those of last year, while in many localities they 
will be greater. 

Up to this time dealers have not su‘fered to any great 
extent, except in such items as barb wire and wire nails, 
which have been very scarce for the past year. Hardly 
a retailer in this section has anything like a_normal 
stock of nails, and while the demand is naturally light, 
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the supply seems to be still lighter. In most other lines 
the trade has been fairly well taken care of, but stocks 
in various lines are gradually growing lighter, while 
shipping facilities apparently show little improvement. 

Cash sales are reported to be above normal, many mer- 
chants reporting their March sales as the greatest for 
any similar period. Collections are also very fair. 

One factor that is causing some uneasiness to the 
trade in this section is the shortage of seed corn, which 
is still a serious one. Without a good corn crop, many 
retail dealers in Illinois, Indiana, Wisconsin and other 
states would find their fall and winter sales cut very 
appreciably. Twenty experts are now busy testing seed 
at the University of Illinois, and reports show that but 
half of the corn offered is accepted. The sale of seed 
of doubtful germination has been stopped in some 
districts. 

Several price changes have made their appearance 
and in all cases the trend has been upward. 

AMMUNITION.—The ammunition market shows little 
change during the past two weeks, except that the short- 
age of center fire cartridges is becoming more acute. 
This situation is created by the government demand 
along similar lines. Little difficulty is experienced, how- 
ever, by the jobbers in getting adequate stocks of shot- 
gun shells. Retail sales of ammunition in this section are 
very light just now and no heavy sales are expected 
until the opening of the hunting season. Jobbers report 
few orders for immediate shipment, but a fair volume 
of futures. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 22 
short semi-smokeless, $5 per thousand; No. 32 short, rim 
fire, semi-smokeless, $11.75 per thousand; No. 22 long, semi- 
smokeless, $6 per thousand; No. 32 long, semi-smokeless, 
rim fire, $13.50 per thousand. Above prices subject to 20-6 
per cent discount. Prices on shells are as follows: Peters’ 
Target, smokeless, 3 drams powder, 1%-oz. shot, 1 to 10, 
$48 per thousand; Peters’ Referee, semi-smokeless, 3 drams 
powder, 1-oz. shot, 1 to 10, $37 per thousand. Discount 
20-5 per cent. 

AxeEs.—There is nothing to indicate any betterment 
of conditions in the axe market, and the shortages are 
becoming more acute. The government is said to be 
using large quantities of axes in various enterprises, 
while many more are sold to concerns which are work- 
ing indirectly for the government. There is also a 
very heavy demand from all sections of this territory 
for axes used in getting out firewood for use next 
winter in place of coal. In some localities local cam- 
paigns have been inaugurated to influence all house- 
holders to use wood exclusively, and the supply has 
been contracted for. It is expected that the axe demand 
will be still greater next fall, and jobbers are advising 
dealers to be prepared to meet it. 

We quote from jobbers’ stocks, f.o.b. Chicago: First qual- 
ity, single bitted axes, 3% to 4 lb., $14 per doz.; double 
bitted, $18 per doz. 

AUTOMOBILE BUMPERS.—There is a very good demand 
for automobile bumpers this season, due to the ap- 
parently increasing number of accidents which could be 
avoided through their use. Many car owners are now 
attaching bumpers to both front and rear of their cars. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
nel steel bumpers, standard type, $4.75 each. 

BALE TIES AND WIRE.—There is every indication that 
bale ties and wire will be scarce this season, as the 
demand for the rods used for wire is enormous. Jobbers 
have very light stocks of ties on hand, and while retail 
sales are not heavy at this season, there is still demand 
enough to keep stocks down. Dealers in localities where 
large quantities of bale ties and baling wire are used 
would do well to get their requirements as soon as 
possible. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Bale ties, 60-10-10 per cent off standard list; half sizes, 7% 
per cent less; plain annealed wire, No. 14, $4.35 per 100 Ib.; 
No. 15, $4.45 per 100 lb.; No. 16, $4.55 per 100 Ib. 

BARB WIRE.—The government is reported to be in the 
market for large quantities of barb wire for the Allies, 
which will naturally lessen the supply available for 
domestic uses. The larger makers are said to be sold 
up for some time to come, and at least one concern has 
ordered its Western representatives to withdraw en- 
tirely from the wire market. Retail sales are reported 
to be in excess of those of last year except in certain 
localities where crops were below normal. Few retail 
dealers in the Middle West have normal stocks of barb 
wire, and jobbing stocks in Chicago are at a very low 
ebb, with shipments coming in slowly. A limit is main- 
tained on sales to retailers. 

We quote from jobbers’ stocks, f.o.b. Chicago: Painted 
barb wire in less than carload lots, $4.40 per 100 lb.; gal- 
vanized, $5.10 per 100 Ib. 

Bars.—Reports from the mill indicate an active new 
demand for both iron and steel bars, and the output is 
sold for several months ahead. Heavy shipments are 
being made to France for government work there, and 
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large amounts are being used for similar construction 
work now under way in this country. The local demand 
from retail sources is comparatively light. 

We quote from jobbers’ stocks, f.0.b. Chicago: 
bars, $4.10 per 100 lb.; bar iron, $4.10 per 100 Ib. 

BUTCHER KNIvEs.—There seems to be no let-up in the 
demand for butcher knives, paring knives and other 
forms of kitchen cutlery, and jobbers have had no 
chance to get their stocks back to normal for the past 
year. Naturally a great part of the demand comes from 
government sources, yet the strictly domestic demand 
is very heavy. Manufacturers are facing many diffi- 
culties in the matter of production, and are far behind 
with their orders. Prices are on the up grade, and will 
probably continue so for months to come. 

Butcher knives with coco-bolo handles, 6-in. blade, $4.25 
per doz.; 7-in. blade, $5 per doz.; 18-in. blade, $6 per doz. ; 
with ebony handle, 6-in. blade, $4.75 per doz.; 7-in. blade, 
$6.25 per doz.; 8-in. blade, $6.60 per doz.; 10-in. blade, $11 
per doz.; 12-in. blade, $14.50 per doz.; 14-in. blade, $18 per 
doz.; beechwood handle fastened with 3 saw screw brass 
rivets, 6-in. blade, $3 per doz.; 6-in. blade, $3.85 per doz. ; 
7-in. blade, $4.30 per doz.; 8-in. blade, $5.20 per doz.; 9-in, 
blade, $6.75 per doz.; 10-in. blade, $8.25 per doz.; 12-in. 
blade, $11.25 per doz.; 14-in. blade, $14.50 per doz. 

BaBBITT METAL.—Retail sales of babbitt metal are 
heavier than those of last year. In fact there has been 
a noticeable yearly increase in babbitt sales for some 
time, due, in part at least, to the increased use of small 
engines and power machinery on the farms. Sales to 
factories are also heavier than usual as many of 
them are now now kept in continual operation. There 
have been some rumors of a price advance, but none has 
as yet appeared. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
babbitt metal, 13%c. per lb.; Cruso brand, 16c. per Ib. ; 
brand, 19c. per lb.; Revenoc, 22c. per lb. 

BUILDING PAPER.—Building paper sales in this terri- 
tory are comparatively light, which is to be expected 
in view of the slump in building operations. However, 
retailers report a fair volume of orders from repair 
sources. Prices remain at the old level. 

We quote from jobbers’ stocks, f.0.b. Chicago: Red rosin 
sheathing paper, 20-lb. rolls, 54c. per roll; 25-lb. rolls, 68c. 
per roll; 30-lb. rolls, 81c. per roll. 

Cut NatLs.—Local jobbers have been out of cut nails 
most of the time for the last four months, and are still 
without stocks of the iron cut type. They have a few 
kegs of steel cut nails of the more common sizes on 
hand, and are selling subject to that stock only. 

We quote from jobbers’ stocks, f.o. b. Chicago: Steel cut 
nails, in small quantities only, $4.75 per keg base. 

ALARM CLOcKSs.—Jobbers in this territory declare that 
the demand for alarm clocks has never been so great 
as during the past few months, and attribute the fact 
to the general employment of labor and the operation 
of steel mills and other plants on a day and night 
basis. There has also been a heavy call for alarm clocks 
from the men in the National Army, and just now 
many sales are being made to the farming trade. All 
the prominent makers of this line are behind with their 
orders, and are meeting with unusual difficulty in ob- 
taining skilled labor. Prices are firm and may go 
higher. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
doz.; Big Ben alarm clocks, $2 each; Baby Ben alarm clocks, 
The American alarm clock in less than dozen lots, $11.04 per 
doz.: in dozen lots, $9.67 per doz.; in case lots of 4 dozen, 
$9.43 per doz.; Lookout alarm clocks, less than dozen lots, 
$12.61 per doz.; dozen lots, $12.24 per doz.; case lots of 2 
doz., $11.88 per doz.; Tattoo alarm clocks, dozen lots. $18.24 
per doz.: case lots of 50, $17.52 per doz.; The Slumber 
Stopper alarm lots, dials, $23.04 per 
$2 each. 

Hanp ToILeT CLIppeRS.—There seems to be an ex- 
ceptionally heavy demand for hand toilet clippers, com- 
ing mainly from the vicinity of the army camps and 
from towns where there are large manufacturing 
plants. There is also a fair demand from the farmer 
trade, which will increase greatly as warm weather 
approaches. Jobbers report pronounced shortages in 
several lines, the makers being handicapped in getting 
raw material and skilled labor. The prices quoted are 
firmly maintained. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Yankee clipper, $1.05 each; Khedive, $1.10 each; No. 141, 
$1.58 each. : 

Door Mats.—Sales of door mats are about normal, 
although there has been very little wet, sloppy weather 
since the snow left. Prices of the wire varieties show 
some recent advances. 

We quote from jobbers, stocks, f.0.b. Chicago: Galvanized 
wire door mats, rigid frames, 16 x 24, weight 60 Ib. per 402. 
$7.20 per doz.: 18 x 30, weight 84 Ib. per doz., $9 per doz.; 
22 x 36. weight 120 Ib. per doz., $10 per doz.; coiled wire 
frame, flexible mats, medium grade. 14 x 26, $12 per 02; 
18 x 30. $18 ner doz.: 22 x 36, $24 per doz.; cold-rolled 
steel, galvanized, flexible, 16 x 24, $9.25 per doz.; 18 x 30, 
$15 per doz.: 22 x 36, $22 per doz.: 26 x 48, $36.40 
doz.: cocoa brush mats, 16 x 27, $12 per doz.: 18 x 
$14.25 ner doz.; 20 x 33, $17.60 per doz.; 22 x 36 
per doz. 
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Eaves TROUGH AND GUTTER PipeE.—The situation 
with regard to eaves trough and gutter pipe is prac- 
tically'the same as for some weeks past. There is a 
comparatively light demand locally, although the call 
is greater than it was a few weeks ago. Shipments 
from the makers are very slow and jobbers are carry- 
ing no surplus stocks. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, lap 
joint eaves trough, 5-in., $6 per 100 ft.; 29-gage conductor 
pipe, 3-in., $6.30 per 100 ft. 

Fites.—Files continue to be in great demand, sales 


from retail stores having increased heavily during the’ 


past month. Much of the present demand in this sec- 
tion is coming from the farm trade, although there is 
also an increase in sales to carpenters and mechanics 
engaged in out-of-door work. Jobbing stocks are light, 
and retailers are finding it difficult to keep full assort- 
ments. 

We quote from jobbers’ stocks, f.o.b. Chicago, the follow- 
ing discounts from list: Nicholson files, 50-10-24%; New 
American, 60-7% ; Disston, 50-10-5; Black Diamond, 50-10. 

GARDEN HoseE.—Retail dealers in the vicinity of Chi- 
cago are buying freely in garden hose, evidently antici- 
pating a shortage later in the season. It is under- 
stood that the scarcity of cotton duck used in the 
manufacture of hose will in all probability curtail 
the output, while there is nothing to indicate that the 
demand will be any lighter than that of last year. 

We quote from jobbers’ stocks, f.o.b. Chicago: %-in. 3-ply 
Competition hose, 8%c. per ft.; %-in. 4-ply hose at 12'%c. 
per ft.; %-in. 4-ply hose at 10c. per ft.; also a good %-in. 
5-ply hose at 10%c. per ft.; %-in. at 9%c. per ft. A better 
grade of %-in. 4-ply at 1l5c. per ft.; %-in. at 13%c. The 
white cotton covered %-in. at llc. per ft. 

GARDEN TooLs.—Retailers are now turning out 
garden tools in large quantities, and many local stores 
have been forced to re-order already. There is little 
doubt that sales in the Middle West will be greater 
than those of last year on account of the great interest 
taken in the garden movement. The manufacturers 
of this line are facing a serious shortage of handles, 
in some cases being compelled to run far below capacity 
on that account. It is also reported that the govern- 
ment is buying heavily in such items as shovels and 
spades, which is further restricting the supply for 
domestic use. It is doubtful if the situation shows 
any improvement this summer. Prices in many lines 
have increased. 

We quote from jobbers’ stocks, f.o.b. Chicago: 


Spades.—In half dozen lots, D handle, No. 2 Midlothian, size 


of blade 7% x 12, .; long handle, $10.75 per 
doz. ; Greenleaf's D-handle spades, N 2, $13.75 per doz.; 
Greenleaf’s long-handle. No. 2, 3.75 per doz.; spading forks, 
D-handle, 4-tine. No. 043. $10.25 per doz. 

Surface Edge Cutters.—9 x 5, $7.75 per doz.; edge trimmers, 
$8.40 per doz. 

Garden Trowels.—One piece steel, 90c. per doz.; garden 
trowel, polished steel with riveted shank, 6 in., 95e. per 
doz.; 7 in., $1.05 per doz.; 8 in., $1.15 per doz.; solid socket 
tempered steel. 6 in., $6.20 per doz. 

Rakes.—Solid steel rakes with polished edges and gray 
teeth, 12 in., $8 per doz.; 14 in., $8.60 per doz.; 16 in., $9.25 
per doz. ; malleable iron rake with curved teeth, 10 in., $2.85; 
12 in., $3.10 per doz.; 14 in., $3.40 per doz.; 16 in., 
per doz. ; malleable wrench with straight steel teeth, 
in., $4.75 per doz.; 14% in., $5.15 per doz.; 16% in., $5.50 
per doz. Wire tooth long rakes, 24 tooth, $5.25 per doz.: 
28 tooth, $7 per doz.; Ole Olson lawn rake, bent head or 
straight head, 26 tooth, $5.60 per doz.; wooden hay rakes, 
20 tooth, $4 per doz.; 10 tooth, $3 per doz.; Gem Dandelion 
rake for everything but leaves, 16 in., $17.50 per doz.; 24 in., 
$2? per doz. 

Garden Hoes.—High grade razor steel, welded to a soft 
Steel back, all sizes, $8.75 per doz.; solid socket, cast steel 
with polished blade, 6 to 8 in., No. 12, $7 per doz.; No. 13, 
$6.25 per doz.; blued finish hoes, 7%-in. blade, 4%-ft. 
handle, riveted shank, $3 per doz.: blued finish hoes, 71-in 
blade, 4%4-ft. handle, socket shank, $3.80 per doz. 

GLASs.—The market on window glass is very quiet, 
most of the local sales being for repair work. The 
glass producers are facing embargoes which make it 
very difficult to turn out shipments of window glass, 
so, despite the light demand, jobbing stocks are low. 
Prices remain as quoted last week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
Strength A, first three brackets up to 50-in., 80 per cent off; 
above the third bracket, 79 per cent off; single strength B. 
first three brackets, 82 per cent off; all sizes of double 
Strength A. 80 per cent off. 

_Guns.—Gun sales in general are not heavy at this 
time, although there is said to be a heavy demand for 
pistols and revolvers. In some cases local jobbers have 
had to turn down revolver orders because of inability 
to get stock. The makers of this line are heavily en- 
gaged in turning out government contracts, and can 
pay little attention to the strictly domestic demand. 
All gun prices are firm as quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single- 
barrel shotguns, 12-gage, 30 or 32-in. barrel, with plain ex- 
tractor, $7 each; with automatic ejector, $7.35 each; 12-gage 
double barrel shotguns, with hammer, $12.75 each; hammer- 
less, $15.50 each. 

GoLF BALLSs.—Local jobbers predict a shortage of 
golf balls this season on account of the heavy govern- 
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ment demand for the raw material used in vheir con- 
struction. Present stocks are below normal. 


GALVANIZED Tubps.—There has been a very substan- 
tial increase in prices of galvanized tubs, due to the 
heavy demand and the shortage of supply. The short- 
age of galvanized sheets and the freight embargoes are 
keeping jobbing stocks at a low ebb. Prices are very 
firm and may go higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $8.25 per doz.; No. 1, $10.10 per doz. ; 
No. 2, $11.35 per doz.; medium grade, heavy galvanized 
tubs, No. 100s, $15 per doz.; No. 200s, $16.90 per doz.; 
No. 300s. $18.80 per doz. 

GALVANIZED PaiLs.—Local jobbing prices of galvan- 
ized pails have also advanced, for reasons similar to 
those affecting galvanized tubs. In this line there is 
said to be a heavy government demand, while the do- 
mestic sales are heavier than usual. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
galvanized pails, 8-qt., $3.10 per doz.; 10-qt. $3.50 per doz. ; 
12-qt., $3.85 per doz.; 14-qt., $4.35 per doz.; common gal- 
vanized stock pails, 14-qt., $6.05 per doz.; 16-qt., $6.50 per 
doz. ; 18-at.. $7.70 per doz.; 20-qt., $8.75 per doz. 

HANDLES.—There is a very decided shortage of ham- 
mer, pick, sledge, hatchet and other tool handles, and 
jobbing stocks are in a very broken condition. It is 
said that the government is in the market for prac- 
tically all the available hickory timber for use in aero- 
plane and other construction. At the same time the 
heavy operating expense has compelled many small 
handle factories to quit operation. The same condi- 
tion holds true in regard to the ash handles used for 
agricultural implements and garden tools. The heavy 
snows of last winter prevented the handle concerns 
from getting out the usual supply of timber, and from 
hauling much that was cut. Some of the garden tool 
manufacturers are finding it almost impossible to get 
sufficient stocks of handles to keep their plants running. 
Prices are continually advancing. 


Horse CoLuars.—There has been an advance in the 
prices of several makes of horse collars, due to the 
shortage of leather and the increased cost of produc- 
tion. The demand is fairly heavy in this locality, the 
better grades selling better than the cheaper ones. 

We quote from jobbers’ stocks, f.0.b. Chicago: No. 48, half 
sweeney collars, all russet leather, 23-in., $66.55 per doz. ; 
24-in., $73.80 per doz.; No. 30, imitation black Scotch 
leather, reinforced throat, 23-in., $52.90 per doz.; 
collars from $10 per doz. up 

Kippre Kars.—The demand for kiddie kars and sim- 
ilar toys is unabated, and local dealers have already 
sold more than the usual season’s supply. Prices re- 
main at the old level. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 Kiddie 
Kars, $8.40 per doz.; No. 2, $12.60 per doz.; No. 3, $16.80 
per doz.; No. 4, $21 per doz.; No. 5, $25.20 per doz. 

LANTERNS.—Sales of lanterns for immediate delivery 
are falling off to some extent, but jobbers report a 
good volume of sales for future delivery. The demand 
throughout the past season has been exceptionally 
heavy, and in some instances difficulty was experienced 
in keeping adequate stocks. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 242 tubular, $7.50 per doz.; the large size cold blast, 
No. 2, $11.50 per doz.; No. 299, tubular dash lantern, $10.25 
per doz. 

LAcE LEATHER.—Jobbers report a good demand for 
lace leather, both in the cities and in the country dis- 
tricts. The supply appears to be more limited than in 
former years, while the demand shows a decided in- 
crease. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
lace leather, %-in., $1.65 per 100 ft. 

Nuts AND Bo.ts.—The general demand for nuts and 
bolts, for domestic uses, is lighter than for a similar 
period of last year, and this fact is attributed to the 
falling off in the construction of new steel buildings. 
The government demana, however, is still extremely 
heavy, and is naturally given priority in shipment. 
Retail sales are increasing and will probably be heavy 
throughout the summer, the bulk of the demand being 
from the farming trade. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Machine bolts, up to % x 4 in. 40-10 per cent discount; 
larger sizes, 30 per cent discount; carriage bolts up to % 
x 6 in., 40 per cent discount; larger sizes, 25 per cent dis- 
count; hot pressed nuts, square or hexagon, $2 off per 100 
Ib.; lag screws, 50 per cent discount; washers, $3 off per 
100 Ib. 

OIL AND GASOLINE.—Wholesale prices on kerosene 
and gasoline, single barrel lots, in iron barrels, f.o.b. 
Chicago, are as follows: 

Perfection kerosene, 11%c 
per gal.; gasoline, 22%c. per 
machine gasoline, 37c. per gal. 

OIL AND GREASE GUNS.—There is a good demand for 
oil and grease guns for use in connection with auto- 
mobiles, auto trucks and gasoline engines. 

We cuote from jobbers’ stocks, f.o.b. Chicago: 
guns, 90c. each. 


cheaper 


tawhide 


per gal.; standard white, 11%e 
gal; naphtha, 22c. per gal.; 


Rose oil 
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RopE.—Reports from the prominent rope manufac- 
turers are to the effect that their plants are swamped 
with orders, many of which are of government origin. 
Jobbing stocks are below normal and shipments are 
coming in very slowly at this time. Local jobbers are 
not accepting any future delivery business it current 
prices, but are filling immediate shipment orders. Rope 
prices are very firm as quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 manila rope, 334¢c. per lb. base; No. 2 manila rope, 
32%c. per lb. base; No. 3 manila rope, 284%c. per lb. base; 
sisal rope, No. 1, 23%c. per lb.; No. 2, 20%%c. per Ib. 

PouLtRY NETTING.—The retail demand for poultry 

netting is in excess of that for last season, as the 
farming trade is apparently paying more attention to 
the poultry industry. Most of the dealers in this sec- 
tion have fair stocks, as their orders were placed early 
in the season. Jobbing stocks are comparatively light, 
with shipments slow. 
_ We quote from jobbers’ stocks, f.o.b.. Chicago, poultry net- 
ting as follows: Galvanized before weaving, 50 per cent dis- 
count; galvanized after weaving, 45 per cent discount from 
list. 

PUTTY AND GLAZIERS’ Points.—There is very little 
demand for putty and glaziers’ points in comparison 
with that of normal times, and the bulk of the sales 
are for repair work. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty, in 100-lb, kits, $3.35; glaziers’ points, No. 1. large 
No. 2. medium and No. 3 small, 1 doz. in a package, 60c. 
per doz. packages. 

TIRE Pumps.—Tire pumps are selling well this 
spring, the jobbing trade turning out more than the 
usual amount. Prices are somewhat higher than those 
of last year. 

We auote from jobbers’ stocks, f.o.b. Chicago: 
steel barrel tire pumps, standard type, 95c. each. 

ROLLER SKATES.—There is no let-up in the demand 
for roller skates, and local retailers have sold more 
to date this season than during the entire 1917 season. 
Jobbers report a similar condition in the smaller towns. 
Jobbing stocks are light and it is thought that a short- 
age will appear very soon. 

We quote from jobbers’ stocks, f.o.b. Chicago: Union Hard- 
ware Co.’s ball-bearing boys’ No. 5S, $1.50 per pair; Union 
Hardware Co.’s ball-bearing girls’ No. 6S, $1.60 per pair; 
Union Hardware Co.’s common roller skates with strap, No. 
2, 45c. per pair; Union Hardware Co.’s common skates with 
clamp, No. 3, 50c. per pair; Barney & Berry’s boys’ ball- 
bearing extension skates, No. 1966, $1.25 per pair; Barney & 
Berry’s ball-bearing girls’ extension skates, No. $1.35 
per pair; Barney & Berry’s ball-bearing extension child’s 
skates, No 1948. $179 per nair: Barney & Berry’s common 
boys’ skates, No. 1951, 50c. per pair; Barney & Berry’s 
common girls’ skates, No. 19538c. per pair. 

Razors (OLD STYLE).—There is nothing new to re- 
port in the razor situation. Stocks of both jobbers 
and retailers are very low and the supply is less than 
the demand. 

We auote from jobbers’ stocks, f.0.b. Chicago: Full hollow 
ground open blade razors, square point, flat rubber handles, 

7.25 three-quarters hollow ground, square point, 


17.25 ner doz.; 
oval rubber handles. $14.75 per doz. 


Razors (SAFETY).—The demand for safety razors is 
greater than ever before, and some of the prominent 
makers have none to sell to the retail trade at this 
time. One safety razor concern has ordered its Chi- 
cago representatives to quit selling razors and devote 
their time to exploiting the Liberty loan. Much of 
the razor shortage is due to the demand from govern- 
ment sources. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Gillette. $45 per doz.; Auto-Strop. $45 per doz.; Gem in one 
dozen lots, $8.40 per doz; 3 dozen lots, $8 per doz; 12 dozen 
lots. $7.50 ner doz: Ever-Ready. in one dozen lots, $8.40 per 
doz. ; 3 dozen lots, $8 per doz.; 12 dozen lots, $7.50 per doz. 

RAzOR BLADES (SAFETY).—Razor blades are selling 
in even a greater proportion than are the razors. The 
government demand is heavy, and there is also an ever 
increasing call for blades from the laboring classes and 
the farming trade. 

We auote from jobbers’ 


2-cylinder, 


fi Gem in 
1 dozen sets. 7 blades to a set, $3 per doz sets: Ever-Ready, 


stocks, 


f.0.b. Chicago: 
one card containing 1 gross blades, % doz. to a package, 
24 packages to the card, for $5.28: Gillette Auto-Strop, 75c. 
per package of 12; 38c. per package of 6. 

SAND Paper.—Sand paper conditions are unchanged, 
the general demand being heavy, while retail sales are 
about normal. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paner, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

ScREWs.—Jobbers report that some of the screw 
manufacturers contemplate increasing prices, but as 
yet no changes have appeared in this locality. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 75-10-10; round head blued, 70-10-10; flat 
head brass, 42%-10-5; round head brass, 40-10-5. 

SoLpER.—There is a very fair demand for solder, but 
local retailers report sales below those of last year. 
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Scarcity of lead and tin’ are keeping prices at a com- 
paratively high level. 

We quote from jobbers’ stocks, f.0.b, Chicago: Warranted 
half and half solder, 52c. per lb.; No. 1 plumbers’ solder, 
50%ec. per | 

STEEL Traps.—New prices have been issued by the 
Oneida Community, Ltd., on Victor, Oneida Jump and 
Newhouse traps, to take effect May first. Jobbers’ 
salesmen have been taking orders for fall under the 
old prices, but all orders taken after May first will be 
at the new figures. 

We quote from jobbers’ stocks, f.o.b. Chicago: Victor 
traps, No. 0, $1.40 per doz.; No. 1, $1.65 per doz.; No. 1 
$2.48 per doz.; No. 2, $3.46 per doz.; No. 3, $4.61 per ve 
No. 4, $5.44 per doz.; No. 91, $2.82 per doz.; No. 91%, $3.29 
per doz. 

Oneida Jump Traps.—No. 0, $1.91 per doz.; No. 1, $2.2: 
doz.; No. 14%, $3.86 per doz.; No. Zz, $4.94 per doz.; No, 3, 
$6.58 per doz.; No. 4, $7.75 per doz.; No. 12, $5.40 per doz. ; 
No. 13, $7.04 per doz.: No. 14, $8.21 per doz.; No. 91. $2.81 
per doz.; No. 91%, $3.99 per doz. 

Newhouse Traps.—No. 0, $3.09 per doz.; No. 1, $3.63 per 
doz.; No. 1%, $0.44 per doz.; No. 2, $8.04 per doz. ; No. 3, 
$10.78 per doz.; No. 4, $12.65 per doz. All prices include 
chains. 

Saws (Cross-cuT AND Woop).—Retailers are ex- 
pecting a heavy demand for both cross-cut and wood 
saws for the coming season, and have been placing 
future orders freely with the jobbers. Prices are same 
as at last report. 

We ‘quote from: jobbers’ stocks, f.o.b. Chicago: Cross cut, 
2-man, hollow back, with champion tooth, E-8 Disston, No, 
5, $1.40 each; No. 5%, $1.55; No. 6, $1.68; N $1.82; 
2-man crown pattern, common tooth, Disston, 
each; No. 4%, $2.85; No. 5, $2.55; No. 5%. $2.80; 
$3; Disston’s One-man, No. 23 pattern, No. 2%, $1.57 each; 
No. 3, $1.90; No. 3%, $2.20; No. 4, $2.50; No. 4%, $2.80; 
No. 5, 3.15. 

Buck Saws.—Best grade, $13.20 per doz.; Medium, $10.20 
per doz.: cheap, $7.90 per doz. 

STEEL SHEETS.—Reports from the mills indicate that 
they are not-running to full capacity because of the 
shortage of steel. The government is said to be in the 
market for large quantities of sheets, and manufac- 
turers of many hardware items are hard pressed to get 
adequate supplies. The local retail demand is light. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
28-gage galvanized sheets, $7.70 per 100 lb.; 28-gage black 
sheets, $6 per 100 Ib. 

SasH WEIGHTS.—There is a very light call for sash 
weights in this locality, the sales going mainly for re- 
pair work or factory extensions. Foundries are cast- 
ing very few weights and jobbers have no surplus on 
hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash 
weights, in ton lots, $39 per ton; in smaller lots, $40 per ton. 

SasH Corp.—There is a better demand for sash cord 
than would be expected from a study of building condi- 
tions. Manufacturing costs in this line are advancing 
daily and prices quoted are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Best grade 
Silver Lake sash cord, No. 7, $18.15 per doz.; best grade 
Samson cord. No. 7, $18.40 per doz.; Revenoc, No. 7, $11.50 
per doz. : 

SEINE TWINE.—Jobbers report very fair sales of 
seine twine, the shipments going mainly to river and 
lake points. The recent advance of 5c. per pound is 
firmly maintained. 

We auote from jobbers’ stocks, 
to 42 seine twine, 65c. per Ib. 

Stove Pire.—The scarcity of sheets is affecting stove 
pipe prices, which have recently taken heavy advances. 
Jobbers report a fair volume of business for immediate 
shipment and a good business in futures. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
stove pipe, 6-in., $15 per hundred; 6-in. common 
$1.25 per doz.; corrugated elbows, $1.55 per doz. 

Stove Boarps.—Retail dealers will not be able to get 
all the usual sizes of stove boards this season, as the 
manufacturers are cutting out many of them. Local 
jobbers have discarded as high as eight sizes generally 
carried in stock. They are advising dealers to get 
their orders in as soon as possible in order to insure 
deliveries this fall. 

SpaRK PLuGs.—There is a constantly increasing de- 
mand for spark plugs by retail hardware dealers, and 
jobbers report larger sales than usual. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
spark plugs, $7.20 per doz.; Champion spark plugs, 
per doz. 

SPEEDOMETERS.—The opening of. the summer auto- 
mobile season is causing an increased demand for spee- 
dometers and other forms of motor accessories. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
Ford Speedometer, $7.50 each. 

Tacks.—Tack sales have been increased through the 
moving season, but are lighter than during norma 
times. Prices have not been changed for several 
months. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
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ers’ tacks, 6 0z., 25-lb. boxes, 17c. per lb.; bill posters’ tacks, 
6 oz. 25-lb. boxes, 16%¢c. per Ib. 

Tin PLATE.—The tin plate situation remains prac- 
tically the same as for several weeks past. The mills 
are only running to about 90 per cent capacity, and 
the output may be reduced still further owing to the 
scarcity of steel. Jobbers report rumors to the effect 
that the government may take over the tin plate in- 
dustry in the near future. The local retail demand 
is light. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 


IC coke tin, 20 x 28, 180-lb. boxes, $19.90; 200-lb. boxes, $20; 
214-lb. boxes, $20.25; IC Mohawk tin, 20 x 28, 214-lb. boxes, 
$22.90; IC Calvin tin, 20 x 28, 214-lb. boxes, $26.75; LX tin, 


20 x 28, 270-lb. boxes, coke, $22.80; Mohawk, $26; Calvin, 
$30.75. 

TirE CHAINS.—Retail dealers in this vicinity are 
placing orders in good volume for tire chains, to be 
delivered later in the season. It is generally expected 
that shortages will again prevail next winter, and job- 
bers predict that prices will be higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Weed tire 
chains, 30 x 3%. $3.75 per pair; 32 x 3%, $4.10 per pair; 
35 x 4, $5.60 per pair; Rid-O-Skin tire chains, 30 x 3%, $2.30 
per pair; 32 x 3%, $2.40 per pair; 35 x 4, $2.85 per pair; 
Weed cross chains, No. 3, $4 per 100: No. 3%, $5.30 per 
100; No. 4. $6 per 100; No. 4%, $6.65 per 100; No. 5, $8 per 
100: No. 5%, $10 per 100. 

Tents.—There is a very good domestic demand for 
tents, while the demand from government sources is 
very heavy. Naturally there is a shortage of the raw 
material that goes into this line, and jobbers express 
the doubt that the supply will be adequate to the de- 
mand. 

We auote from jobbers’ stocks, f.o.b. Chicago: Standard 
grade tents with walls, 7 x 9, single duck, 10 oz., $15.50 each; 
8 x 10, $16.75; 9% x 12, $27.60. Discount 30-10 per cent. 

Wacon CoverRs.—Wagon covers are selling well ac- 
cording to reports from both the retail and jobbing 
trade. The same conditions govern the production in 
this line as in tents, and shortages will no doubt appear. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
grade, 10 x 13, 10 oz., $7.47; 10 x 14, $8.02; 11 x 14, $9.03; 
11 x 15, $9.65. Discount 30-10 per cent. 


WirE NaiLs.—Reports from the Pittsburgh district 
are to the effect that recent large government orders 
were placed at the full official price of $3.50 per keg, 
f.o.b. Pittsburgh. Other large orders are said to be ready 
for placing in the near future. The mills are running 
well around capacity and are sold up for some months 
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ahead. Jobbers report no lessening of the difficulties 
encountered in getting stocks, and are still maintaining 
a limit on shipments to the trade. The demand from 
a consumer standpoint is much below normal in this 
territory, but dealers have had no opportunity to put 
their stocks in even a fair selling condition. 


We quote from jobbers’ stocks, f.o.b. Chicago: Common 
wire nails, $4.25 per keg base; cement-coated nails, $4.25 per 
keg, base. 


WIRE STRETCHERS.—Wire stretchers are selling free- 
ly from the retail stores of the Middle West, except 
in a few localities where crops were poor last season. 
Prices are unchanged since our last report. 

We quote from jobbers’ stocks, f.o.b. Chicago: O. S. El- 


woods, No. 1 stretcher, $9.75 per doz.; No. 2, $9 per doz.; 
combination hoist and stretcher, No. 80, $18 per doz.; tackle 
block stretchers, roller bearing, %4-in. rope, $13.50 per doz. ; 
%-in. rope, $25.50 per doz.; plain bearing, %-in. rope, $12.75 
per doz. 


PAINTS, OILS AND CoLorRs.—Paints, oils and colors 
are selling in very fair volume despite the fact that 
less than a third of the usual amount of building is 
being done in this section. Mixed paint prices recently 
advanced, and are now very firm. Linseed oil seems 
to have reached the crest and has held steadily at the 
same price for several weeks, although prior to that 
time it advanced regularly, establishing a new price 
record. Dealers are advised that all buyers, sellers 
and users of all grades of dry chrome green and dry 
chrome yellow must obtain government licenses. 

We quote on the leading staples, f.o.b. Chicago, as 
follows: 

Paints.—No. 1 house paint, $3 per gal.; second grade, $2.50 
per gal.; third grade, $1.80 per gal. 


Linseed Oil.—Strictly pure, in barrels, raw, $1.65 per gal.; 
boiled, $1.66 per gal. Prices for single barrel lots. 
Turpentine.—Strictly_ pure, in barrels. 75c. per gal.; half 


barrels, 80c. per gal.; 5 and 10-gal. cans, 95c. per gal. Prices 
include container. 

White Lead.—Strictly pure, in 100-lb. kegs, 12c. per Ib 
25-lb. and 50-lb. kegs, 12%c. per Ib.; 12%-lb. kegs, 12% 
per Ib. 

New York Plaster of Paris.—In barrels, $4 per bbl. 

Gilders’ Whiting.—In barrels (barrels 50c. each), $2 to $3 
per 100 Ib. 


eC. 


Pure White Shellac.—(4-lb. goods), in gallon cans, $3.75 per 
al. 

Pure Orange Shellac.—(4-lb. goods), in gallon cans, $3.50 
per gal. 

Dry Paper Hangers Paste.—In barrels, 12c. per lb.; in 100- 
Ib. kegs, 13c. per Ib. 


English Venetian Red.—In barrels, $2 to $3 per 100 Ib 
Princes Mineral.—In barrels, $2 to $3 per 100 Ib. 


‘PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, April 29, 191%. 


. greatest encouragement to be found in the steel 
and allied trades at present is the steady increase 
in operations and output. As an example of this, we 
can say that last week the Carnegie Steel Co., the 
largest producer of pig iron and steel in the country, 
operated its blast furnaces at 96 per cent of rated 
capacity and its steel works at 98 per cent of capacity. 
It is believed the output of pig iron and steel in April 
will be fully as large and perhaps larger than in March, 
which was a record month since last summer. The sup- 
ply of cars is better and, while some days show a fall- 
ing off, there is a slow but steady gain, and the im- 
mense stock of finished steel products piled in the 
warehouses of the mills during the blizzards and the 
railroad congestion have been pretty well moved out, 
and probably in sixty days will have been entirely 
cleared up. This means that consumers are getting 
shipments of materials they badly need, and which were 
held up for a very long time. 

The main feature of the situation is the steadily in- 
creasing demand of our government for output of the 
steel mills, and at present the government is taking 
nearly 100 per cent of the output of steel plates, shapes 
and other finished products of the Carnegie Steel Co., 
and is taking from 75 to 90 per cent of the entire 
output of practically all the other steel manufacturers, 
and of the producers of smaller finished steel products. 
The outlook is that the government, in the second half 
of this year, will need more and more of the steel 
output of this country, as its shipbuilding program and 
other work will be getting nearer full development 
when the second half of the year comes than it is now. 

e amount of commercial business being placed with 
the steel mills is relatively small, and is very insig- 
nificant when compared with that of the government. 
Many plants that are making what are known as non- 
essentials are unable to get steel, and other plants that 
have been using large quantities of steel, notably pleas- 
ure automobile works and other similar plants, will no 
joubt find as time goes on a steadily decreasing supply 


of steel. The government is getting ready to place its 
order for 100,000 or 150,000 steel cars, and this order 
will likely come out and be distributed to the different 
steel car builders before this issue of HARDWARE AGE 
reaches its readers. It is likely that in order to facil- 
itate quick delivery, part of the order will be placed 
with Canadian car works. The government is a heavy 
buyer of nuts and bolts, having lately placed an order 
for 129,000,000 bolts, and is also buyirig heavily of wire 
and wire nails. Last week a contract for 50,000 tons 
of Military galvanized barbed wire was divided among 
the mills, but at the last minute developments arose, 
and the order has been held up temporarily, but will 
be placed later. The government is also still buying 
very heavily of black and galvanized sheets, and orders 
are talked of now that may amount to 75,000 tons. 
The government is also inquiring for 20,000 tons of 
Bessemer iron for shipment to France, and there is a 
great shortage in the supply of Bessemer and basic 
iron, which will likely run over all of this year. 

It is very evident that as the needs of the govern- 
ment for steel of various kinds increase, the amount 
of steel available for commercial business will corre- 
spondingly decrease, and it is not improbable that 
within the next three or four months, many plants 
making non-essentials may have to close down because 
they will be unable to find steel. The fact is being 
thrust upon us more and more that this country is at 
war, and is engaged in a war that is going to take all 
our resources and efforts to win. 

Conditions in the local jobbing and retail hardware 
trade are fairly satisfactory. Jobbers find a good deal 
of trouble in getting some kinds of goods, while others 
are coming in quite freely. The demand for season- 
able goods is heavy, and these are moving out very 
freely. The war garden movement is now under full 
head, and the demand for garden tools and seeds is 
very active. The weather so far has been cold and 
wet, and the tilling of these war gardens has been held 
up, but just as soon as the hot weather comes there 
will be great activity in the development of these gar- 
dens and a correspondingly heavy demand for all kinds 
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of garden tools, hose and other products. Jobbers report 
the demand for goods from retailers as fairly heavy, 
but buying is largely from hand to mouth. Retail hard- 
ware dealers do not seem disposed to carry very heavy 
stocks and, as they are getting fairly good deliveries, 
they are buying often but not in large quantities. The 
demand for refrigerators is active, but prices are 
higher than last year, and this may retard new sales 
to some extent. The country trade is fairly good, but 
the roads are still bad owing to the late heavy rains, 
and just as soon as the roads dry up, trade from the 
country districts will be more active. 


AXxES.—Nearly all manufacturers of axes have ad- 
vanced prices about $1 per dozen owing to the scarcity 
of steel and the higher costs of labor. Manufacturers 
are now taking orders for fall delivery, but stocks 
from last fall are still fairly heavy. 

BicycLes.—As noted in our report several times, the 
demand this year for bicycles and parts is much more 
active than for some years. Many men are buying 
wheels for pleasure, and also to be used in going to 
their work. Much of the trade in bicycles is now held 
by the department stores, who claim they can handle 
them on a smaller margin of profit than the hardware 
trade. 

BoLts AND Nuts.—A meeting of the Institute of Nut 
and Bolt Makers was held in New York week before 
last, at which ways and means were talked over for 
handling the order for 129,000,000 bolts that came out 
from the government a short time ago. A committee 
of nine makers of nuts and bolts has been formed to 
better handle the large business of the government, 
of which Charles J. Graham of the Graham Nut Co., 
Pittsburgh, is chairman. Mr. Graham has opened 
offices in New York and will spend practically his en- 
tire time there. Of the above order for 129,000,000 
bolts, about 25 per cent will be filled from stocks, and 
the remainder is to be shipped out between now and 
February, 1919. The commercial demand for nuts and 
bolts is small, and fully 75 per cent of the output of the 
makers is going to the government on direct orders. 
The government discounts, reaffirmed until June 30, are 
as follows: 

Large rivets, $4.65 base; 7/16 x 6 in. smaller and shorter 
rivets, 45-10 off list. Machine bolts, h.p. nuts, % x 4 in.: 
Smaller and shorter, rolled threads, 50-10 off list; cut threads, 
50-5 off list; larger and longer sizes, 40-10 off list. Machine 
bolts, c.p.c. and t. nuts, % x 4 in.: Smaller and shorter, 
40-10 off list; larger and longer, 35-5 off list. Carriage bolts, 
% x 6 in.: Smaller and shorter, rolled threuds, 50-5 off list; 


cut thread, 40-10-5 off list; larger and longer sizes. 40 off 


list; lag bolts, 50-10 off list; plow bolts, Nos. 1, 2, 3, 50 off 


list; hot pressed nuts, square blank, 2.50c. per Ib. off list: 
hot pressed nuts, hexagon blank, 2.30c. per lb. off list; hot 
pressed nuts, square tapped, 2.30c. per Ib. off list; hot 
pressed nuts, hexagon tapped, 2.10c. per Ib. off list: c.p.c. 
and t. square and hexagon nuts, blank, 2.25c. per Ib. off list; 
e.p.c and t. square and hexagon nuts, tapped, 2.00c. per Ib. 
off list. Semi-finished hexagon nuts, ® in. and larger, 
60-10-10 off list; 9/16 in. and smaller, 70-5 off list; stove 
* bolts, 70-10 off list; stove bolts, 2% per cent extra for bulk; 
tire bolts, 50-10-5 per cent off list. The above discounts are 
from present lists now in effect. All prices carry standard 
extras. 

Cut Naits.—The new demand is only fairly heavy, 
but is large enough to take the limited output of the 
mills, which is smaller than for some time, owing to 
the scarcity of steel. The prices quoted below on cut 
nails, it should be understood, are for carloads and 
larger lots, jobbers charging the usual advance for 
small lots from store. 

We quote cut nails in carloads and larger lots at $4 base 
per keg, f.o.b. Pittsburgh, jobbers and retailers charging 
$4.50 and $4.75 per keg in small lots from store. 

IRON AND STEEL Bars.—Mills report that the new 
demand for both iron and steel bars as quite active, 
coming from the implement and wagon builders, and 
the new demand from jobbers is also quite heavy. The 
government will place very shortly a contract for 100,- 
000, perhaps 150,000, wooden box and steel cars, and 
this will require 15,000 to 20,000 tons of steel bars. 
The government price of 3.50c. on refined iron bars 
is being shared to some extent, and sales have been 
made recently as low as 3.30c. Pittsburgh, or about 
3.50c., delivered, New York. The prices quoted below 
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Office of HARDWARE AGE, 
Cincinnati, Ohio, April 27, 1918. 


ts HE machine shops in this vicinity are practically all 
on war footing. This has brought out a renewed 
demand for all kinds of shop and mill supplies. A mat- 
ter of much general interest is the placing of orders by 
different governmental departments for war supplies 
that have exceeded all expectations. An immense ware- 
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are for large lots of iron and steel bars, jobbers charg. 
ing the usual advances for small lots from store. 

We quote steel bars rolled from old steel rails at 3c; from 
ste2l billets, 2.90c., and refined iron bars, 3.50c., f.o.b. Pitts. 
burgh. 

PAINTS.—Jobbers report only a fair demand from the 
retail trade for paint, and retailers say the volume of 
business this year is below normal. This probably 
comes from the fact that prices of paints, also of labor, 
are so high that many owners of houses have decided 
to put off painting them until next fall at least. 

Local jobbers are quoting high grade paint at about $3 to 
$3.25 per gallon for colored and $3.25 per gallon for white, 

SHEETS.—The commercial demand is not very active, 
but the government is a very heavy buyer of black 
and galvanized sheets, and inquiries are expected to 
come out in a short time that will take upward of 
75,000 tons. The output of sheets at present is only 
about 60 per cent of normal capacity as there is an 
acute shortage in the supply of sheet bars and tin 
plate, and some concerns that make both sheets and 
tin plate are using a greater part of their steel in the 
manufacture of tin plate owing to the urgent demand 
for it. The prices quoted below on the different grades 
of sheets are in carload lots at mill, jobbers and re- 
tailers charging the usual advances for small lots. 

Maximum prices on sheets in carloads and larger lots are 

as follows; Nos. 9 and 10 blue annealed sheets at 4.25c., 
No. 28 Bessemer black, 5c., and No. 28 galvanized, 6.25c., 
rolled from either Bessemer or open hearth stock, all f.o.b. 
mill, Pittsburgh, in carloads and larger lots, actual freight 
to point of delivery added. Dealers will charge the usual 
advances for small lots from store. 
_ Tin Puiate.—There is nothing of interest to report 
in this trade. Practically all the tin plate to be made 
this year is under contract, and the mills are running 
at present to about 95 per cent of capacity. Some 
export inquiry is coming from the Orient and also from 
South America, but government licenses for export 
shipment are very hard to obtain. The demand for 
stock items of tin plate is very active, and stocks held 
by the mills for prompt shipment are low. 

We quote coke tin plate on contracts and in small lots 
at $7.75 per base box, f.o.b. mill, Pittsburgh, effective Nov. 
7, prices on all sizes of terne plates are as follows: 8-lb. 
coating, 200-lb., $15 per package; 8-lb. coating, I. C., $15.30; 
12-lb. coating, I. C., $16.75; 15-lb coating, I. C., $17.75; 20-Ib. 
coating. I. C., $19; 25-lb. coating, I. C., $20; 30-lb. coating, 
I. C., $21; 35-lb. coating, I. C., $22; 40-lb. coating, I. C., $23 
per package, all f.o.b. Pittsbugh, freight added to point of 
delivery. 

TIRES AND ACCESSORIES.—Local jobbers report a very 
heavy demand for automobile and truck tires, and the 
demand for accessories is also quite active. It is not 
unlikely there may be a shortage in tires this summer, 
as the supply of fabric is getting very low. Present 
prices on tires are high, but costs of all materials enter- 
ing into them have gone up very much. As soon as 
steady warm weather comes, a still heavier demand for 
accessories is likely. : 


WirE Propucts.—Last week the government placed 
an order with the mills for 50,000 tons of military gal- 
vanized barbed wire but, after this order had been dis- 
tributed, word came from Washington, D. C., holding it 
up for the time being. It is likely the order will be 
placed again within a short time. An order from the 
Army for 50,000 kegs of wire nails is looked for before 
long. The commercial demand for wire and wire nails 
is quite active, the mills being sold up for three or four 
months ahead, and prices are holding very firm. In a 
small way retailers are getting from $4.00 to $4.25 
base for wire nails from store. Prices in effect up to 
April 1 are as follows: 


Wire nails, $3.50 base per keg; galvanized, 1-in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1-in., $2.50. Bright 
basic wire, $3.35 per 100 lb.; annealed fence wire. Nos. 6 to 9, 
$3.25: galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade, 
all f.o.b. Pittsburgh, freight added to point of delivery, terms 
60 days net, less 2 per cent off for cash in 10 days. _Dis- 
counts on woven-wire fencing are 47 per cent off for list for 
earload lots, 46 per cent for 1000-rod lots, and 45 per cent 
off for small lots, f.o.b. Pittsburgh. 


NNATI 


house at Columbus, Ohio, is now under construction, 
requiring a great deal of material that is being drawn 
from hardware houses. The urgent efforts to speed up 
airplane production at Dayton, Ohio, also call for sup- 
plies that are being furnished mainly by hardware 
establishments. 

The regular monthly meeting of the Cincinnati Hard- 
ware Guild was held at the Business Men’s Club on the 
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evening of April 25. At this meeting Charles W. Lam- 
mers, newly elected president, presided. It was brought 
out that practically all retail merchants are doing an 
excellent business. The record for the first three 
months of this year will compare very favorably with 
the same period of 1917. This is somewhat surprising 
when the adverse weather conditions in January and 
February of this year are considered. There was 
never a better demand for farm and garden tools. Farm 
and garden seeds are also in heavy demand and the 
supply is somewhat limited. 

Automobile accessories prove to be a very satisfactory 
line and a number of city merchants have lately gone 
into the business. Among those who have decided to 
specialize on this business is the Aufdemkampfe Hard- 
ware Co. After several months’ experience this firm 
finds that it can profitably sell to the garages and it is 
going out after this business in a progressive manner. 


AUTOMOBILE ACCESSORIES.— Warm weather has 
tended to increase the sale of all kinds of automobile 
supplies. Merchants who previously were content with 
handling only the regular line are now adding special- 
ties. These specialties are said to be money-makers, 
and the margin of profit on some is beyond that on 
many hardware articles. Another advance on tires is 
reported to be scheduled to take effect at an early date. 


Axes.—An unprecedented demand for axes from the 
Government is reported by manufacturers. On this ac- 
count there are delays in shipments and jobbers’ stocks 
are running low, with little prospect of being able to 
replenish them at any early date. 

BALE TiESs.—The country merchants are slow in or- 
dering bale ties, although this is entering the season 
when stocks are gone over and a supply for the coming 
summer season laid in. One reason is said to be the 
comparatively large stocks carried over from last year 
by many retailers. 

BUTCHER KNIvVES.—With few exceptions there has 
been a good business in butcher knives all through the 
spring season. The country merchants claim that the 
demand is now more brisk than it was three months 
ago. Jobbers’ prices cover too many different kinds and 
makes of knives to quote in full. A prominent maker 
of butcher knives is making a quotation of 50 per cent 
off list to the jobbers. 

Ciocks.—Alarm clocks have proved good sellers for 
both the city and country merchants. There is an espe- 
cially good demand from farmers, and it is difficult for 
some dealers to keep their stocks: at the usual level. 
a alarm clocks are quoted by the jobbers at $1.90 
each. 

Brooms.—The spring season has not brought out any 
extra demand for factory brooms, but retailers state 
that the household business is improving. 

Jobbers quote all corn brooms at $10.50 per doz. and 
mixed corn and rattan brooms at $11.75. 

CARRIAGE BOouLts.—Several local and nearby firms 
have contracts for army kitchen trailers, and also for 
wagons for the Government. This is about the only 
source from which dealers are getting any business of 
consequence. As stocks are low this condition is not 
entirely unwelcome at the present time. 

Jobbers quote % x 6-in. and smaller, at 35 and 5 per cent 
off list; larger and longer, 20 and 5 per cent discount. 

CoacH ScrEws.—Business is only fairly good. Occa- 
sional sales to small boat builders are reported, but 
taken as a whole dealers are not satisfied with the 
volume of present sales. 

We quote from jobbers’ stocks a discount of 35 per cent 
off list. 

EAvES TROUGH AND GUTTER PIPE.—It is quite proba- 
ble that more hardware merchants in Cincinnati and 
vicinity have sheet metal shops than in any other part 
of the country. Reports from all local sources reveal 
a shortage in labor that is due to a number of men be- 
ing included in the army draft. Very little work is 
received from contractors having new buildings, but 
there is a big demand for repair purposes. It is now 
possible to get shipments of galvanized sheets from the 
mills more promptly. . 

Jobbers quote 3-in. conductor pipe, made from No. 29 
gauge galvanized sheets at 6%4c. per foot, and 5-in. eaves 
trough at 6%4c. per foot. 

Fines.—An advance of about 10 per cent was made 
by all manufacturers. As jobbers’ stocks are low this 
marking up in prices was quickly followed. Shipments 
from the manufacturers are moving very slowly, al- 
though every effort is being made to get them forward 
romptly. Express shipments have been especially slow 
ately, and in a few instances parcel post service had 
to be used to relieve the situation. 

Jobbers make a discount of 50 per cent on Black Diamond 


les and 40 and 5 per cent on Delta files. 
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EMERY CLOTH AND PAPEeR.—The machine shops are 
ordering more than the usual amount of emery cloth. 
Fortunately, these orders can be filled without delay, as 
orders placed some time ago are being filled with more 
regularity. 

The wholesale quotation on B. & A. emery cloth is 25 per 
cent off list. 

Gas FIXTuRES.—A recent meeting of the Cincinnati 
Hardware Guild develops an increase in business that is 
very encouraging. Stocks carried by the suburban mer- 
chants are being added to and a very large percentage 
of dealers are also handling electrical fixtures. 

GARDEN Hose.—Very little demand is reported. The 
wet season has cut off any call from usual sources. 

The jobbers’ price on ordinary 5-ply garden hose is 8c 
per Ib. 

GLaAss.—Both window and plate glass have been ad- 
vanced, and there is no indication but what the short- 
age in both will cause a further marking up in quota- 
tions. The production has been materially reduced by 
putting glass on the list of non-essentials. Plants that 
are now in operation are also handicapped by a short- 
age of labor. 

We quote on window glass the following discounts: S.S.A., 


sizes in the first three brackets, 80 per cent; S.S.B., sizes in 
the first three brackets, 82 per cent; S.S.A. and B., larger 
sizes, 79 per cent; D.S.A., all sizes, 80 per cent, and D.S.B., 


all sizes, 82 per cent. All f.o.b. Cincinnati with the usual 
freight equalizations. 

GARDEN TooLs.—There was never a better demand in 
the memory of suburban merchants for different kinds 
of garden tools. In this may be included pruning 
shears, for which there is a good call. Spraying outfits 
are also wanted and the farmers evidently do not care 
to repeat last year’s experience in running short of 
spraying solutions. Heading the list of good sellers are 
manure forks, potato hooks and spading forks. Lawn 
rakes are also in good demand. All prices are advanc- 
ing due to the high cost of handles. 

Jobbers’ quotations are as follows: Garden mattocks, $5.75 
per doz.; Sandusky garden hoes, $4.10 per doz. ; Hoosier lawn 
rakes, $4.10 per doz.; malleable iron rakes, 12-tooth, $2.75, 
and 14-tooth, $3 per doz. Hay forks, 4-tine, $13.75; 5-tine, 
$14.15, and 6-tine, $15.15 per doz. Pruning shears, best 
makes, $6.50 per doz. 

GALVANIZED PAILS.—For a time business seemed to 
lag. The marking up in prices by retailers, made neces- 
sary by increasing costs, caused a slackening up in busi- 
ness. This was considered somewhat strange, as the 
average purchaser seemed to be well educated as to pres- 
ent costs. There is very little call for the smaller sized 
pails, and retailers are paying more attention to selling 
the regular sizes of 12 and i4-qt. buckets than to odd 
sizes that frequently prove “dead” stock in the year’s 
inventory. 

The average jobbers’ price on 12-qt. galvanized pails is 
$3.33 per doz., and on 14-qt. $3.72. 

HANDLES.—Attention has previously been called to the 
scarcity of handles for all kinds of agricultural tools. 
This shortage has been further augmented by a call 
from different departments of the Government for wood 
that is ordinarily used for handles oh various farming 
and garden tools. Prices have been advanced, but no 
established schedule is available for quotations to-day. 


IRON AND STEEL Bars.—Only a few wholesale or re- 
tail dealers handle material of this kind, except in small 
lots. There is a good demand for twisted steel rods for 
reinforcing concrete purposes. Deliveries can be made 
more promptly. 


MACHINE BOLTs.—The only trouble now confronting 
the dealer is getting shipments from the manufacturers 
on time. It was rumored that this condition would be 
relieved shortly, but the trade has been living on prom- 
ises Of this kind for over a month. Stocks are running 
low. 

The wholesale quotation on % x 4-in. and smaller, remains 
at 40 and 5 per cent from list, and larger and longer at 
25 and 5 per cent. 

RooFING.—While country merchants have been order- 
ing composition roofing quite freely, the volume of 
business is not quite up to manufacturers’ expectations. 
Building operations have been largely suspended on ac- 
count of the high cost of building materials, but roof- 
ing has not been advanced in accord with other things 
that enter into the construction of a residence or a fac- 


tory. 

The following are average wholesale prices: Tarred felt, 
$3.10 per 100 lb.; slaters’ felt, $1.15 per roll; rosin sized 
sheathing, $57.00 per ton. Rubber roofing, per roll, best grade, 
one-ply, $1.80; two-ply, $2.15, and three-ply, $2.50. Medium 
grades, one-ply, $1.75; two-ply, $2, and three-ply, $2.15. 
Cheaper grades, one-ply, $1.20; two-ply, $1.45, and three- 
ply, $1.60. 


Ro.LteR SKATES.—There never was a better demand 
for roller skates. Some merchants are not able to get 
a sufficient stock to fill orders, but as the situation is al- 
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most identical in different parts of the city, these sales 
are not considered lost if stocks can be replenished 
promptly. The jobbers are using every effort to sup- 
ply the retailers, but even express shipments are so 
much delayed that their endeavors are sometimes made 
with disappointing results. 

SAND Paper.—Business has been so good lately that 
stocks have been depleted to a large extent. Shipments 
are also somewhat slow in reaching destinations. 

The jobbers quote a discount of 20 per cent off list. Garnet 
paper is quoted at 25 per cent plus list. 

WasTE.—As so much waste is sold direct to the con- 
sumer by makers there is not much of a scramble for 
this business. However, the total yearly average of a 
number of firms is somewhat surprising. The dealers 
in mill and machine shop supplies acknowledge that this 
particular branch of the business has been somewhat 
neglected. 

b+ waste is quoted at 20c. a Ib., and colored waste 
at 1l6c. 

WASHERS.—An advance in both cast and wrought 
washers has been made within the past two weeks. 
Business is quiet, with the exception of wrought wash- 
ers wanted by machine tool builders. 

Prices are as follows: Cast iron washers, 5c., and malleable 
washers 8c. per lb. Wrought washers are quoted at $2.50 
off the list price. 

WIRE AND WIRE Goops.—Many firms are complaining 
about the slow shipments from the mills of wire fencing 
of all kinds. Some relief was reported the first part 
of last week, but mill shipments are again running be- 
hind. The demand for wire nails is not near as urgent 
as that for wire fencing, but the supply of nails is also 
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limited, with few shipments coming in from the mills. 

Wire nails are unchanged at $4 per keg base. Two-)oint 
cattle wire is quoted at $3.91 and four-point at $4.10. 

NutTs.—The demand from the machine shops is un- 
abated. In some instances merchants have been able 
to dig up old stocks and fill orders that are pouring in. 
The supply from nearby manufacturers has also re- 
lieved the situation to a considerable extent. 


Jobbers’ prices are as follows: Semi-finished nuts, 9/16 and 
smaller, 60 and 5 per cent discount, and larger 60 per cent 


off, and case hardened nuts 50 and 5 per cent off list. 

OILERS.—The demand is keeping up and stocks are 
running low. 

Zine oilers are quoted at 30 per cent off list. 

Picks.—There has been a somewhat urgent call for 
contractors’ picks iately, although road building is now 
somewhat curtailed. 

The jobbers quote contractors’ picks at 40 per cent off list, 

Rope.—Business is somewhat quiet, but prices are ad- 
vancing. No complaints have been registered with deal- 
ers as to short delivery of special orders made.  Al- 
though the Government is calling for large quantities 
of rope the manufacturers appear to be able to keep up 
with the demand. 


ae quote Manila rope around 34\c. and sisal at 30c. 


RiveTs.—The tight barrel coopers are now busy mak- 
ing barreis for crude and refined oils. There is also a 
big demand for barrels from the cotton seed oil indus- 
try. As a consequence there is a good business, reported 
with the coopers, although some complaints are made 
as to slow shipments from the mills. 

Soft steel rivets are quoted at 40 per cent discount 


BOSTON 


Office of HARDWARE AGE, 
Boston, April 29, 1918. 


F Vepngpeony- increasing demand for seasonable goods 
is not being satisfied because of the shortage of 
goods and the greatly delayed delivery of goods long 
in transit from the factories. Dealers find themselves 
facing a condition much more drastic than it was two 
weeks ago, as jobbers’ stocks are badly broken and 
the last draft has made them short-handed to meet 
customers’ requirements. With the general shortage 
of goods and no clear prospect of relief, dealers are 
finding it virtually impossible to give their regular cus- 
tomers the service that they would like to give. 
Notwithstanding all these difficulties, jobbers report 
sales exceeding those of the same month a year ago, a 
banner month. This shows that dealers are pushing 
such goods as they have and it must mean that re- 
tailers’ stocks are constantly being lowered. The num- 
ber of notices from manufacturers restricting the size 
and delivery dates of orders that they will receive is a 
feature of the current week. Between the heavy gov- 
ernment demand and the scarcity of raw material, the 
manufacturers are finding it impossible to take care of 
their regular business, and business this summer in 
the retail stores will be conducted on far from normal 
lines. The general attitude is to make the best of a 
bad matter and the search for goods which can be 
sold to the regular hardware trade is unceasing. Al- 
though a present hardship, this movement is certain 
to be of lasting benefit to the business, as it forces 
dealers to get out of any ruts in which they may have 
been traveling and opens their eyes to the possibili- 
ties of many lines that they have never carried. 
AxEs.—There is no change in the ave situation. 
We quote from jobbers’ stocks: Single bit axes, $15 to $17 
a doz.; double bit axes, $19 to $21 a doz. 
BiTs.—Expansive bits have been advanced to a dis- 
count from jobbers’ stocks and 40 and 7% per cent. 
BOLTS AND NutTs.—No betterment is reported in the 
condition of bolt and nut stocks. Prices are unchanged. 


We quote from jobbers’ stocks: Machine bolts with S.F. 
nuts, same as with H.P. nuts, less 10 per cent, plus semi- 
finished nuts, at 50 and 10 per cent; machine bolts with 
C.T. and D. nuts, 4 x % in. ard smaller, 25 per cent discount; 
44%, x % in. and larger, 20 per cent; with H.P. nuts, 4 x 
% in. and smaller, 30 per cent: 4% x % in. and larger, 25 
per cent; common carriage bolts, 6 x % in. and smaller, 
30 per cent; 44% x % in. and larger, 20 per cent; stove bolts, 
1000 lots, 60 per cent; bolt ends, 25 per cent. Semi-finished 
nuts, 9/16 in. and smaller, 60 per cent discount; % in. and 
larger, 50 and 10 per cent discount; finished case hardened 
nuts, 50 per cent; C.T. and D. or H.P. nuts, blank or tapped, 
200-1b. kegs, list. 


BUILDING PAPERS.—The building paper business is 
participating in the general dullness of the building 
trades. 


We qucete from jobbers’ 
felts, $319 per cwt. 


Cut NAILS.—With little demand and low stocks, 


stocks: Nos. 1, 2 and 3 tarred 


pag has been nothing to disturb the cut nail situa- 
ion. 

Oy quote from jobbers’ stocks: Cut nails, $5.25 base per 

_CHAIN.—The scarcity of chain continues and small 
sizes are almost unobtainable. Acme chain links have 
been advanced another 10 per cent. 

; We quote proof coil, self-colored chain from jobbers’ stocks: 
3/16 in., $16.10 per 100 lb.; % in., $13.55; 5/16 in., $12.55; 
% in., 7/16 in., % in. and % in., $12. Extras unchanged. 

FILES.—No change is noticeable in the file situation 
and it is very difficult to get popular sizes. Prices are 
unchanged. 

We quote from jobbers’ stocks: Nicholson and Black Dia- 
mond files, 50 per cent discount; Arcade, Great Western and 
similar brands, 50, 10 and 7% per cent discount; Chelsea 
hand cut files, 20 per cent discount. Extra slim taper files, 
sizes 8 x 3/16 in., 8 x % in., 8 x 5/16 in., take an advance 
of two inches over the slim list; 8 x % in. take an advance 
of one inch over the slim list. 

GLASs.—The glass trade is dormant with prices un- 
changed. 

We quote from jobbers’ stocks: Glass, single B, first three 
brackets, 80 and 10 per cent; above first three brackets, 79 
per cent; double B, 80 and 10 per cent discount. 

_Hose.—The dealer who has not now a stock of hose 
will find it hard to get later on. All kinds of cotton 
rubber-lined hose have advanced 1c a foot. 

: We quote from jobbers’ stocks, %-in. hose, 11% and 9c; 
%-in., 16c; 11%, 10% and 9\%c.; %-in., 10% and 8%c. 

HOSE MENDERS.—Brass tube hose menders and coup- 
lers have been advanced about 10 per cent. 

IcE CREAM FREEZERS.—The White Mountain Freezer 
Co. has advanced Arctic freezers 10 per cent. It has 
also issued a notice that it will accept only limited or- 
ders and none for delivery after July 1. 

_ IRON.—Nothing new has developed in the iron bar 
situation. 

We quote from jobbers’ stocks: Refined iron, $4.765 to $5 
base. per 100 lb.; hoop iron, $8.25; Norway iron, $12; H. & 
P. best iron, flats, round and square, $5.75; ovals, half ovals, 
half rounds and bevels, $7. 

LUNcH KITs.—Thermos and Universal lunch kits 
have been advanced 25c each. 

MEASURES.—Wood measures have been 
12% per cent. 

NAIL PULLERS.—Rex and Jumbo nail pullers have 
been advanced about 5 per cent. 

_ PoULTRY NETTING.—Business in poultry netting con- 
tinues to lag. Prices are as last quoted. 

We quote from jobbers’ stock: Poultry netting, galvan- 
ized after weaving, 40 per cent discount; from factory, 49 
per cent discount. 

PADLOCKS.—Eagle and other makes of padlocks have 
again been advanced 5 per cent. 

PAINT.—The paint business is quiet and consider- 
ably below normal. 


We quote from jobbers’ stocks: 
bright red, $3.10 a gal.; outside white, 


advanced 


Best quality house paints 
$3.10: inside white, 
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$2.65; gray, blue, yellow and brown, $2.70; window blind, 
green, $2.75; dark red, $2.00; willow green, $2.35. Medium 
grade house plants, outside white, gray, buff and moss green, 
$1.85 a gal.; shutter green, $2.05; bright red, $1.95; blue and 
yellow, $1.85; inside white, $1.60; black screen paint, 47c. 
a at. 

RIVETS.—Large rivets are very scarce. Quotations 
are unchanged. 

We quote from jobbers’ stocks: Norway iron rivets, 40 
per cent discount; structural rivets, 7.25c. base per Ib. 

ROOFING.—The ban on new construction and the high 
prices are limiting the sale of roofings. 

We quote from jobbers’ stocks: First quality roofing; one- 
ply, $1.55 a sq.; two-ply, $1.92; three-ply, $2.28; second 
quality, one-ply, $1.30; two-ply, $1.67; three-ply, $2.03; third 
quality, one-ply, $1.05; two-ply, $1.39; three-ply, $1.72; 
fourth quality, one-ply, 95c.; two-ply, $1.24; three-ply, $1.52. 

SAsH CorD.—There has been no change in the quo- 
tations on sash cord and the demand is inactive. 

We quote from jobbers’ stocks: Best grades of Samson 
and Silver Lake, 80c. a lb.; Silver Lake B grade, 75c. a Ib.; 
Phoenix grade, 60c. a Ib. 

ScrEws.—Quotations on screws are unchanged and 
business has dropped back to normal after the heavy 
buying of last week. 

We quote from jobbers’ stocks: Flat head bright screws, 
15 to 20 per cent discount; iron machine screws, 45 per 
cent; coach screws, 40 per cent; cap screws, 40 per cent; 
set screws, 45 per cent. 

STEEL.—Steel stocks are very low and badly broken 
and many sales are being made at prices far above 
those quoted below. 


We quote soft steel bars from jobbers’ stocks: Flats, 
rounds and squares, 1% in. and under, $4.115 to $5 base per 
100 lb.; rounds and squares, 2 in. and over, stock lengths, 
5.50. 
$ Angles and channels under 3 in., stock lengths, $4.765 base 
per 100 lb. ; tees, under 3 in., $5.25; tees, 3 in. and over, $6.50 
Cold-rolled steel, rounds up to 1 15/16 in. and square and 
hexagons, list =~ 15 per cent. Tire steel, 1% x % in. and 
larger, $5.15; thinner or narrower, $5.40. 4 

American calking steel, full bundles, $6.75 base, per 100 
lb.; broken bundles, $7.25. 

TacKs.—The tack situation is unchanged. 

We quote from jobbers’ stocks: Tacks, $11.12 base, per 
100 lb. Add to base extras as per differentials of Nov. 7, 
1917. fal 


TeA KETTLES.—Nickeled brass tea kettles have been 
advanced $2 a dozen. 

TirES.—Nearly all makes of tires have been ad- 
vanced 10 per cent. 

TWINES.—Twines and marlines have again been ad- 
vanced 10 per cent. 


WirE CLOTH.—Wire cloth is rapidly going onto the 
list of unobtainable goods, as the government is taking 
practically all that is being produced. No further 
advance has been made. 

Black wire cloth, 12 mesh, $2.50. Black wire cloth, 14 
mesh, $3.00. Quotations on deliveries from factories are 10e. 
less than from jobbers’ stocks. 


WIRE NAILS.—Some dealers have received larger 
shipments during the week but, as a whole, the situ- 
ation is unchanged. It is expected that the new gov- 
ernment orders will again affect the supply adversely. 

We quote from jobbers’ stocks: Wire nails, $4.25 base, 
per keg. 


Foremost Store Lighting 
Expert at Your Service 


By F. LAURENT GODINEZ 
(Continued from page 58 of our last issue) 


IG. 3 shows how absolute concealment is effected 

by the side curtains which intercept all lines 
of vision from the end of the window. These 
short strips of curtain need not extend all the 
way from the ceiling, and consist of short squares 
Suspended by wires. For gas lighting they may 
be made of asbestos board, sheet tin, or zinc, and 
should be printed to match the roller shade in a 
dead matt, or depolished surface finish. 

In many windows these side strips are not neces- 
sary, since it is impossible for the observer to as- 
sume a side view. Where a prismatic skylight is 
necessary for daylight illumination the concealment 
curtain can be raised during the day, but in the 
majority of cases it is not necessary to have this 
curtain extend more than one foot above the illumi- 
nants. Consequently the placement of the roller 
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shade at that height interferes in no way with the 
daylight function of the prismatic skylight above 
it. At first this simple arrangement may seem 
superfluous but when you read what it has done 
and will do for you or anyone in attracting trade 
you will agree that it is an advanced practical idea 
worthy of your serious consideration. To reiterate, 
it is not because the public knows or cares anything 
about lights that they will try persistently to solve 
the mystery of this different window, but because 
custom taught them to look for the cause (above) 
after being attracted by the effect (below). 


Try It on Your Window 


‘THE absence of something they have always seen 
is so abrupt a shock that their curiosity compels 
an investigation, which generally ends in a purchase. 
It is amusing to watch people trying to fathom the 
mystery of such a window, as they assume all sorts 
of postures, often groping on their hands and knees 
with necks craned upward in a vain attempt to 
“find out how they are being fooled,” as P. T. 
Barnum used to say. The tests which I referred to, 
with modern lighting equipment and a strip of old, 
discolored curtain used as camouflage gave results 
: $s follows, the count being taken by inspectors who 
checked observations with Veeder counters: 


OLD WAY 
(Lamps and reflectors behind a strip of valance) 
POMIGE I. cc ucee es 1812 
RUE oc wc ws aas 250 Average of three 
Came inside....... 25 nights 
PUrOHSGOd 2.00556 19 

NEW WAY 

(Godinez method of absolute concealment) 

i ee 2025 Average of three 
oe Ee ee 780 nights on same days fol- 
Came inside....... 150 lowing weeks, same dis- 
PUrenaeed ...ssc<s 75 play; weather fair, win- 


dow shade down during 
interim (tests after 
dark). 

As a result of this pioneer work which culminated 
in the elaborate tests conducted by the author for 
the Jersey City Chamber of Commerce and which 
will be described in part in later articles, it is now 
possible for any merchant who so wills to actually 
know the attraction of his window in per cent. 
And he can separate this attraction into several 
components ‘including the relative attraction of the 
light, and the display, and the action of the display, 
if he has progressed far enough to employ that ex- 
tremely advanced theory of window advertising, 
which with your permission will be presented in this 
series of articles. - 

In closing this article I wish to express my appre- 
ciation of the interest which has been displayed by 
you in this subject, and request that those who have 
made inquiries will be patient, since they are being 
replied to in the order received. 


Take Bigger Offices 


N account of the growth of the Interstate Iron & 

Steel’ Company of Chicago, they have found it 
necessary to enlarge their offices. Because space was 
not available in the First National Bank Building they 
have leased the east half of the fourteenth floor of the 
Monroe Building, 104 South Michigan Avenue, Chicago. 
The sales department at the Grand Crossing plant, 
which was recently made a part of the Interstate Iron 
& Steel Company, will be combined with the general 
sales offices and will also be moved to the Monroe Build- 
ing. 
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Publicity for the Retailer 


How Akron Dealer Holds Weekly Special Sales that Get the Business— 
Impressive Spring Announcement—Saturday and Monday “ Specials ” 
Advertising Which Has Proved Highly Profitable— 

New Store Paper in North Dakota 


By Burt J. PARIS 


A"Drive on Washing Machines 
No. 1 (6 cols. x 8 in.). 


R. J. B. PERGRIN, president of the Central 
M Hardware & Stove Company, Akron, Ohio, 

sent us this ad and a letter informing us 
that this weekly special sale advertising has 
proven very satisfactory and has brought in the 
business. With true fraternal spirit, Mr. Pergrin 
passes on the idea. 

The ad is self-explanatory and if you want to 
stage a highly profitable drive on washing machines 
or any other specialty we advise you to read every 
word. 

The selling features of the ad are: 1. An attrac- 


tive illustration, creating eye-interest in the ad at 
a glance; 2. Complete description and complete out- 
line of the machine’s operation, with special em- 
phasis on the quality of work turned out and its 
labor-saving capabilities; 3. A special price and a 
time limit for purchase. 

Simple, isn’t it? And yet this ad is as different 
from your regular run of advertising as black is 
from white. We understand this ad was used only 
once, which is conclusive proof of its pulling power. 


Saturday and Monday Specials 


No. 2 (2 cols. x 8 in.). 


Me: H. GOELLER, advertising manager for 
William K. Toole Company, Pawtucket, R. I., 


1. A method of advertising a drive on washing machines 

















200-202 South Main St., Akron, O. J. B. Pergrin, Mgr. 





News of Central Hardware & Stove Company’s Wash Machine Week 


Stinday, March 10, 1918. 


Bell "Phone Main 314; Automatic 1314. 





Our “Saile Gearless” 
will run anywhere in Akron, even 


the best on West Hill, It will run io 
Water Power Washing Machine Barberton 
we can buy el 
and specially priced Cuyahoga Falls 
at only $14.95 Ravenna 


Hudson. 





Runs anywhere, on high or low’ pressure. 
Takes the labor out of washday. 
Let a machine do the work. 


We guarantee this. No matter! 
Tun or we'll take it back. 


The Motor 


Operates on low pressure, [254 they are 5 inches wide. The 
legs are rigid, bat they are braced 
We guarantee that this machine| pesides, as you see in the picture 


There is an extra-long wringer 
box, well braced, and ft will take 
large-size wringers, 


The thick wooden tub retains 
heat in the water and suds; a 
metal tub allows the heat to ¢s- 
Kent jcape. 

| 


| How It Works 

Pour in hot water, chip in laun- 
s0ap or soap Scraps, put in 
clothes and start the motor. §im-. 
ple, isn’t it? 


where you live, this machine will| °° 


You yee, the machine does the 








. 

Our “Saile” Motor Washer is operated by a tur- 
bine-type motor which will run on very low water 
pressure, as well as on high pressure It will operate 
successfuly even in the West Hill of Akron,.O., the 
most severe test we know of. 

The tub is built of Cypress, “the Wood Eternal ;” 
there are.no exposed moving parts; the motor re- 
quires no oiling, so there's no grease to spot clothes. 

No oil in the motor, so the water remains clean 
and may be used a second time for rinsing. 

The tub has two coats of high-grade water-proof 
varnish 

The bolts, screws, hinges, ete., are galvanized to 
prevent rusting. 

Both intake and discharge hose are plenty long, 
over 3% feet. The discharge hose,has a special 
weighted end that prevents splashing. Hose have 
screw connections—no cheap hose-band connections. 

Intake has a screen to prevent dirt and foreign] , 
matter from entering the motor. 

A 3-year written guarantee goes with every ma- 








chine. Any part wearing out in that time will be |is 


replaced free of cost. 
And this machine, the best we can buy, is now 
priced much lower than others not so good 


Such an opportunity may never come again. 


Now it is only $14.95. 





Tt 4s made of brass and phos-| work, eyen making the suds. And 
phor bronze, It cannot rust; and the suds drives out every bit of 
this bronze, which is extra-hard, dirt 


is used for the wearing parts. | Your eothes come out aiewy 

There is no ofl in the motor to! white and clean, and the machine 
dirty the water, You caa turn|is ready for the next bateb, 

poe discharge hose tnto a tub and 

se the water for rinsing. This Our “Saile Gearless” Machine 
cakes a saving if you have a/washes clothes clean; it. washes 
water meter. quickly and without wearing or 
tearing even the finest pieces, 
| 

Special Price Now 

The motor intake has a strainer! youve read about the advan- 
so no dirt’can get in |iages of our “Saile Gearless” Mo- 


There is no ofl or grease to 
spot clothes. 


* It is simple and cannot get out | tor Washer, where it is better than 


of order. Come and see it operate jother machines, 

We've a motor with a glass top = E : 

and you can watch it run. | Yet during Wash Machine Week 

you can buy !t for much less than 
you'd pay for machines not so 

The Tub | good 


Made of Louisiana Red Cypress, 
“the Wood Eternal.” It is light, Please come in Monday or any 


strong, and ‘t cannot rot There | day this week. If you can’t come, 
1s no offens.ve odor, for Cypress ; telephone But be sure to take 
alwaye sweet and clean advantage of the special price. 
The body 1s sanded and filled,| For now this GOQD motor washer 
then given 2 goats of water- proof} is analy 
coach varnish. 


The legs are extended staves, | $14 95 
the strongest type of couaranien, | . 





as. 
5 a 


‘bil 


My 


Specially priced at only 


14.95 
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2. An ad for special day sales HARDWARE AGE is as enthusiastic over the day it 
sale as it is over the store paper. Try it out and be i 
EVERYTHING IN HARDWARE pres bao “— i 








‘ Hardware News” Makes Bow it 
No. 3 (8 in. « 10 in.). - 

































PAWTUCKET ‘RI. LSON, HEGG & COMPANY, Hatton, N. D., t) 
178-180 MAIN ST. 22-24 EAST AVE. have joined the ranks of hardware store paper 
‘ publishers and here is a page from the current i 

number of their paper, “Hardware News.” ha 


It is a mighty interesting sheet and we note with 
satisfaction that its publishers have evidently been 


Wilt Again Find Us With Some Good Bargains and Considering i 
following HARDWARE AGE’S comments on and re- 4 


the Quality anfl Low Prices They Are Money Savers For You. 





productions of store papers, for many ideas of 








Good Hand Saws other store paper publishers are incorporated in : 
22-inc per ect temper, Su- ® ' 

perior quality, spring steel this first number. o 4 re aa 
set and filed ready for use. For this reason “Hardware News” has all the ear- 4 


98¢e each 
8-INCH ALUMINUM LADLES Only 19c 


Saturday— 





marks of a store paper which has passed through iy 
the preliminary stages and has settled down to get- 











ting a steady flow of business. 4 
Hack Saw Frame and Blade Display ads are taken care of nicely in this first 

A. dandy nickeled frente that takes number. Note the ad on “Fixall” shown on this } 
33¢e each = s.inch blades Complete as shown. page. Always place your firm name under each ad 1% 
in your store paper. Remember your store paper is ‘ 





a miniature newspaper and you would not think of 
using a newspaper ad without your name. 


You Need Good Cutlery? 


Such as Scissors, Pécket Cutlery, 
Kitchen Cutlery Razors. Paring Knives, 
Etc,,” Ete 


Then You'll Find It Here 





Smashing Spring Announcement iq 
No. 4 (21 in. x 30 in.). 
WO feet wide and 3 ft. high is the approximate 
size of this spring poster circular from the 








It Won’t Be Long Until 
You Will Hear This 





Sinclair Hardware Company, Medford, Mass., and + 

Our Spring and Summer Stock Has P " . . : 
Just Arrived, Come im and look it every inch of space is chuck full of snappy sales 

pgp i everything. for the conversation. 2 

> . 4a 

Here are war garden tools, clean-up necessaries, 14 








auto accessories, sporting goods, screens, refrig- 
erators, fencing, cutlery, electric specialties and oil 
stoves—nearly 6 sq. ft. of spring needs. 

The reproduction shows the general make-up of 


Do Not Forget That the Wm. K. Toole Co. Carries a Big Line of 
Garden Seeds, Garden Tools, Poultry Nettings and Other Spring 
Necessities That You Are Sure to Need—CALL AND SEE TS. 























ma VWWin. K. Toole Co. , 
3. A new hardware store paper q 
sent us this ad, which is getting business OLSON HEGG & CO. 
on Saturdays and Mondays over and HARDWARE NEWS to much to the churches, the Red Cres, j “| 
. TR ON. N.DA he Army Y. M. C, A. and the innum 
above the ordinary sales of these two Pt gop ote ent woe AK: erable other worthy caures to which a 
OR B CUSTOMERS © business man especially is constantly ia 
days. ; OLSON, HEGG & CO. ~ |invited to contribute: but, when we 7 
To our mind, day specials are a satis- Ss escting nk ls Wale teihir albsaameiien aan se enrunier sat 
factory solution of the special-sale idea. — magazine form we wish to emphasize ter position to serve you economically ; 
‘ » - “i ‘ the fact that we are not entering the) than a large owners on n distant J 
Sales of this kind are necessarily limited literary field. We do not intend toleity; When we tell you that we are ; 
. ° . ympete with the Saturday Evenin »perating our business with lower over ‘ 
in-regard to both items and time, and rr eee ae Joaenal na : erating or Scan deur tek saehen ig 
we see no reason why they should inter- snot foe (0 (ra Oo ial story may | whet ee fot se i ae pire 
: 1° nd its way into these pages. Nor are| meeting mail-order prices and back it 
fere with the sale of . regularly priced = ng te compete eta the great este eatin from our stock : ght here 
goods. In fact, experience has proved oon ioc Mi ee m ag | 20 an pe pagan a mre to be Make it _t for anes : 
them to have just the opposite effect. tion Freer n if, we should} count from the ; and chiitren sf practically no 


They create more business because they 
bring more people in the store on speci- 
fied days, when special counter and floor 
displays can be arranged to boost the sale 
of regular goods. 

More important, still, they create new 


make you feel that this is your store. | n it; when we tell you things| |} The work is easy and becomes , 
custom by changing the current of fixed a easnanelien ee metadata asaatdar ed tok alien * tlemecad al. 3 
trading habits. After watching these day jie rims ve hope sur friends wil and we fl that we are entitled toa 
special ads for a considerable period, we not be too critical of ouF attempts but certain share of it. Ph ac eaceaae—p pal ‘ 
have not the slightest hesitation in rec- Sita” "NO"! tema ot hone an'nna'at| Thee Ke Wabwck ot ns 


ommending them to you as a proved 
Means of: 1. Increasing your business; 
and 2, enlarging your list of active cus- 
tomers. 







print a al news item Our 
sle object in offering this little pamph- 


let to our friends and customer 





to 





acquaint them as much as is possible 
with the goods we have to « 
these pages of the 
p, of the new labor 





want to tell y 





new goods we 
Saving devices to be found here and of 
the prices at which these may be pur- 
chased here in Hatton. We want to 


Trade At Home. 


Much has been said and written of late 
about trading at home and many of you 
b 


have undc s dinned at 








e| selling at $1.35, 12 







we say that we a 
Hole Augars at 
friends sell at $2 
$1.25 that the 


45¢ that they sell at the s 
15lb ¥Gal. R. R. cream 
that they list in their catalog 


and soon thru a long 





merate but which space wil 


money away. Probably a good many 
of you did not know the prices at which 
goods can be purchased at here. Give 
us the same chance you are giving the 
mail-order man. Pay us the cash and 








expense. 

Beauty and comfort in the 

home depend more on the con- 

dition of the woodwork and 

pe than on quality or 
ey will always be 

bright and attractive if you use 


FPIXALL 
The Pintsh Thet t at 








Creek Township found | 
small for his growing herd & 


st in Hay Carrier 


material that goes into the construction 


when neccessary give us two or three jo of the bui ding ar ipicked the 1 


pats eatih the ther of trading | “eeks in which to fill the order and|“‘Carryall."” We are a 
> c 1 
. + e’ll beat him every time. 5 bales th are and pa 
T ; s ‘ t home makes yo yu “tired Probably | ¥© ala 
his particular ad dri ves on only four pak we many arguments advanced in Try us out on the next order you are | that is need 


articles, but only three are specially 
priced, which goes to demonstrate that 
these ads can be staged every week with- 


steation at Home’’ have no’ 

met with your approval. WV are not 
going to tell you that you should trade 
with us because of the fine school we 
are supporting, where your children 





going to send away Maxe out your 


order, give the catalog number and the | 





price. We'llmeet it 


Mrs. K. E. Naasta 
erecting a large barr 


of the city The specificat 


and Gambre roof teel ¢€ pment 





can be educated. Weare not going to Do you remember how hard it was to | through« 1 od 
out any great amount of fuss and prep- ask you to plank down your hard-earned| get “Ford Bulbs last fall? We have|stanck or 
‘ ° . 2. cash in exchange for our goods just be-| just unpacked a large shipment. Better | When comp will 
aration. Also without creating the im- occas il Sadik Gu’ teiedep MATS Gita cticalk cas RNS heat abl pce These neat nelle bean il’ this’ pact 
in.taxes the past year or donated so and | while they are to be gotten of the countr 


Pression that the special-sale day is the 
only day to trade at your store. 





WE GIVE 5 PER CENT DISCOUNT FOR CASH 









ee eer 







ol ge lle OES ata 










Hardware Age 


4. A reminder of hardware items for spring and summer 








WE CARRY EVERYTHING YOU WILL 


SPRING — 


BE SURPRISED iF YOU WILL DROr IN 





Supplies, Home Needs and Kitchen Furnishings. 


We at Sinclair Hardware Company’s have made wonderful strides the past year and with our 
rearranged tables and loads of new goods announce our annual Spring Cut Price Sale of Garden 


addition of which has helped make the Household portion of this business treble itself the past year. 


We also call attention to our new lines, the 





SALE OF BARGAIN ae G00 FOR ONE WEEK ONLY, BEGINNING MONDAY, APRIL 15, 1918 





| 
|| 


fi SINCLAIR HARDWARE COMPANY, DOES IT’S BIT 

8 person's life was worth to purchase 

taods were often delivered seoks after they were ordered and often the 
could aot be » ns a 


val heaters 
to be found ie Boston stores, We haul d them o a Dar Wreck und vald thew 


the road (o the potteries to supply the pheasminal requirements 
the sources for ten times the usual requirements si dea es 


_~ Motto 


materials in Boston's ered stores and Det prices mast be as low or tower 
ores tac luded © 


He 
nile 


a 
‘vere woehe later 


| 


od 


#18 
ETE 


Seeds cod ed 


—_ 
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War Orders Are Absolute 


Plant a Garden! Everybody! 


SIDERATION [8 DAILY MORE COMPELLING 





‘THE TIMES DEMAND IT. CON antares oceans te i nie 





BIRD HOUSES 


INGERSOLL ‘waren 


vs Prices $1.35 to $6.00, Worth 


THE CLEAN UP AND PAINT UP CAMPAIGN 
SA NATIONAL 


DN” lor the net several weeks. 
4 6 Clean up and Pant 


GLOW NIGHT LAMP BURNERS 
Glam, 106 


CROCKERY CUPS AND 


Our Money-Saving Paint Dept. 


PAINTS For Every PURPOSE 
Thousands of Dollars’ Werth of Painters’ Supplies 
EVERYTHING FROM PLASTER PARIS AT 2 PER POUND TO WHITE WASH 
SRUSHES AT FROM tte to Siese EACH 


heecusbdioul 


iecige and enjoy ment of the 


Up Werk” and 











STOVEINK 
Price 25¢ 





SAUCERS FOR 20 and 25¢ 








mowpse ay 





oo 





SINCLAIR HARDWARE CO. 


Cutlery Window Glass Paints and Oils 


OPEN EVENINGS 


Hardware Qwilder's Hardware 


| 8 &10 SALEM STREET 


this hard-hitting spring circular. There is plenty 
of time left for you to get busy and get out one for 
yourself. It will wake up folks as to their imme- 
diate need of hardware items for spring and early 
summer. 

The circular was printed in one color on regular 
news stock. 


Coming Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 


VENTION, Little Rock, May 7, 8, 9, 1918. Grover T. 


Owens, secretary, Little Rock. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., May 13, 14, 
1918. E. P. Thompson, secretary-treasurer, Mem- 
phis, Tex. 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Orlando, May 15, 16, 17, 
1918. Walter Harlan, secretary-treasurer, 44 
Boulevard Circle, Atlanta, Ga. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, in conjunction with the Louisiana Retail 
Hardware & Implement Association, Grunewald 
Hotel, New Orleans, La., May 20, 21, 22, 1918. 
Walter Harlan, secretary-treasurer, 44 Boulevard 
Circle, Atlanta, Ga. 


Fertilizers and Garden implements 


MEDFORD SQUARE 


Kitchen Furnishings China Ware eds 


TELEPHONE 277 


LOUISIANA RETAIL HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, in conjunction with the 
Mississippi Retail Hardware Association, Grune- 
wald Hotel, New Orleans, La., May 20, 21, 22, 1918. 
R. N. Nibert, secretary-treasurer, Bunkie, La. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, Traymore Hotel, Atlantic City, 
N. J., May 28, 29, 30, 1918. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, Traymore Hotel, Atlantic City, N. J. 
May 28, 29, 30, 1918. John Donnan, secretary, 
Richmond, Va. 


GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Savannah, June 4, 5, 6, 
1918. Headquarters, Savannah Hotel. The Audi- 
torium will be used for sessions and exhibits. Wal- 
ter Harlan, secretary-treasurer, 44 Boulevard Cir- 
cle, Atlanta. 


HARDWARE ASSOCIATION OF THE CAROLINAS CON- 
VENTION, Asheville, N. C., June 25, 26, 27, 1918. 
T. W. Dixon, secretary-treasurer, Charlotte, N. C. 


AMERICAN IRON, STEEL AND HEAVY HARDWARE ASSO0- 
CIATION CONVENTION, Marlborough-Blenheim Hotel, At 
lantic City, N. J., May 21, 22, 23, 1918. A. H. Cham- 
berlain, secretary- treasurer, Marbridge Building, Broad- 
way and Thirty-fourth Street, New York City. 
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‘STANLEY \~ 
GARAGE HARDWARE 





tr... | 
| the Wind from 
sae ibe Doors 



































Make them stop, and look, a aad 


UT this handsome cut-out in your window and observe the 

attention it gets from auto and garage owners. It livens up the 
window wonderfully and puts new interest into the auto and gar- 
age accessories grouped around it. 


inch Garage Hinges No. 1457 and 
Stanley Garage Door Holder No. 
1774. If you are not now selling 
these goods, send in your order for 
a reasonable amount and we'll ship 
the display to you free. 


This cut-out is exceptionally 
effective. It is 50 inches long 
by 36 inches high, splendidly 
lithographed in 9 colors, made 
of heavy cardboard and can be 


adjusted in no time. 
Mention the name of the jobber 


It is of unusual value in making 
sales. We can send it only to those 


dealers who stock 10-inch and 24- 


through whom your Stanley Garage 
Hardware is to be shipped. Write for 
this useful display now. 


Stanley Garage Hardware is stocked by lead- 
ing builders’ hardware dealers and jobbers. 


THE STANLEY WORKS 
NEW BRITAIN, CONN., U. S. A. 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including 
Stanley Ball Bearing Butts. Also Pulls, Brackets, Chest Handles, Peerless Storm Sash Hangers and 
Fasteners; Screen Window and Blind Trimmings; Twinrold Box Strapping, and Cold Rolled Strip Steel. 


Stanley Garage Hardware is adaptable for factory and mill use. 


Chicago 
73 East Lake Street 


New York 
100 Lafayette Street 


See our advertisement on “Box Strapping” in this issue 


—_——— 




















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


‘*U. S.’’ Cream Separator 


The Vermont Farms Machine Co., 
Bellow Falls, Vt., has placed on the 
market a new “U. S.” cream sep- 
arator which is considered a wonder 
for easy running and slow turning. 
It requires but 42 turns of the crank 


New “U. 8S.” cream separator 


per minute and a bell rings when be- 
low speed, It is easy to operate, easy 
to wash, and simple to assemble. 

The new disc bowl is combined with 
the old “U. S.” separator features 
which have been famous for years, 
such as a solid one-piece frame, auto- 
matic oiling device, quick-catching 
clutch, handy supply can, lasting 
gears, etc. An illustrated catalog will 
be mailed to dealers upon request. 


Stanley Additions 


The accompanying _ illustrations 
show two new items which The Stan- 
ley Works, New Britain, Conn., has 
recently added to its large line of 
wrought steel corner irons and mena- 
ing plates. 

The No. 999% ornamental corner 
iron is made in sizes ranging from 


StS ae i 
} Ml RE IAL 











Stanley mending plate No. 998% 


36x24 inches to 11%4x8 inches and is 
furnished in bright steel and brass 
plated, The No. 998% ornamental 
mending plate can be obtained in sizes 
ranging from 2 to 10 inches in length, 
and is also furnished in bright steel 
and brass plated. Both items are 
packed in cartons with screws to 
match. Further particulars and prices 
may be had by addressing the com- 


pany. 


Fishing Tackle Sign 


The Enterprise Mfg. Company, of 
Akron, Ohio, recently got out a beau- 
tiful steel sign, lithographed on both 
sides in five colors, blue, red, green, 
yellow and white, which is being sup- 
plied gratis to dealers handling the 
“Pflueger” brand of fishing tackle. 

The sign has a swinging arm with 
links suitable for attaching 12 differ- 
ent baits, as shown, with a price card 





Beautiful lithographed_ steel sign given 


gratis to dealers 


on each bait. It adjusts at any angle 
desired and swings out of the way 
when windows are being washed, or 
it can be lifted out and placed back 
again. The sign is all boxed find 
ready to put up. Each one is care- 
fully packed in q separate carton with 
all the fixtures (plate, screws and 
links), included, 


Hammock Catalogs 


I. E. Palmer Co., Middletown, Conn., 
has just issued three new catalogs for 
1918, one pertaining to hammocks 
and accessories, the second to couch 
hammocks and accessories, and the 
third catalog to mosquito canopies 
and netting, All three catalogs are 
beautifully compiled and _ illustrated 
and will be sent to any dealer in- 
terested upon application. 


Toy Catalog 


M. Gropper & Sons, Bush Terminal 
Building, Brooklyn, N. Y., has re- 
cently published a new catalog show- 
ing an extensive line of wood and 
metal toys and novelties, including 
carts with animals, toy automobiles, 
wooden animals on rockers and also 
on platforms with solid steel wheels, 
rocking and swinging figures, swing- 
ing animals with riders attached, tar- 
get sets, board and metal lithographed 
soldier sets, savings banks, toy guns 


and liquid pistols, tops, ete. A copy 
of this catalog will be mailed to al] 
dealers interested upon request. 


Toy Banks 


Nicol & Co., Jefferson and Fulton 
streets, Chicago, Ill., manufacturer of 
hardware specialties and the “White 


“White City” barrel puzzle bank 


City” line of toy banks, has introduced 
two new banks, one in the shape of a 
barrel on a truck ard the other that 
of a basket. 

The barrel makes a very neat orna- 
ment for the mantel and a delightful 
toy for the little ones. It car be de- 
tached at will from the truck, which 
is a facsimile of a large commercial 
truck. Instructions how to open it 
are packed with each bank. The bank 
sells for $9 per dozen, is guaranteed 
never to get out of order and is made 
up either nickel plated or oxidized. 

The basket bank is an artistic miti- 
ature reproduction of a bushel basket 
filled with fruits, emblematic of the 
generous manner of good things to 
those who save early in life. The 
basket, which is nickel plated, sells 
for $10 per dozen and is packed % 


“White City” basket puzzle bank 


dozen in a box, % gross in a cate. 
Further particulars will be sent to 
dealers interested upon request. 


Walworth Catalog 


The Walworth Mfg. Co., Boston, 
Mass., has just finished the prepara 
tion of a very attractive and ve 
compiled catalog, No. 74, containing 
186 pages, showing its line of brass 
and iron goods, tvols, wrought pipe 
and supplies for steam, water and gas 
work. Among the items listed ar 
cast iron screwed fittings, nipples 


Reading matter continues on page 108 
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(Patented) 


Garage Door Hardware 


puts into the garage convenience, saving of time, conservation of 
energy, relief from irritating delays. 











Interior of garage doorway trimmed with four-door Slidetite Hardware 


Modern convenience is as important an ele- 
ment of the modern garage as of the automo- 
bile housed in that garage or of the home that 
stands beside it. 


Doors hung on Slidetite Hardware slide and 
bass fold back inside the building out of the way. 
Interior of double entrance garage, each Can’t sag. Can’t bang in the wind. Won't 
entrance trimmed with four-door Slidetite ne : i 

Hardware warp. Operate easily and in exceptionally 
small space. Absolutely weather-tight. Give 


ornamental appearance to building. 








Made for openings having 3, 4, 5 or 6 doors, 
in styles and sizes to accommodate any 
garage. 


If you don’t know all about Slidetite, write for 
illustrated folder. Sent without obligation. 





Exterior of double entrance Slidetite 
garage 


Richards Wilcox Manufacturing (0 Ay 


tos ancsues” Aurora, Iuuinots, U.S.A. MINNEAPOLIS 
Cun Richards-Wilcox Canadian Co,Ltd,.London Ont. vanatee *~URORPS 
“Ahanéger for any door that slides” y. i 
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malleable fittings, low pressure flanged 
fittings, standard and extra heavy 
flanged fittings, power plant piping, 
Walworth valves, brass and iron 
valves and cocks, special valves, en- 
gine and boiler trimings, pipe fitters’ 
tools, heating apparatus, drainage aaa 
ammonia fittings, waterwork and hose 
goods, etc. Dealers can obtain a 
copy of this book, which is bound in 
a cloth cover, by addressing the above 
company. 


Popular Price Knives 


George Walter Davis, 258 Broad- 
way, New York City, has just brought 
out three new jack knives, each de- 
signed with two blades, which retail 
for 25 cents apiece. . 

The blades are of a high carbon 
steel, sharp and ready to use, and are 














Three new two-blade popular priced jack 
nives 


made in three sizes and three styles. 
The handles are of folded sheet metal, 
made in three sizes and six different 
styles. 

The knives are guaranteed against 
flaws, or being too hard or too soft. 
They are finished in a nickel plate or 
black enamel, and are packed one 
dozen to a folding box. Illustrated lit- 
erature and trade prices will be fur- 
nished to dealers upon request. 


Self-Oiling Pump 


F, E. Myers & Bro. of Ashland, 
Ohio, have introduced a new type of 
a bulldozer self-ociling power pump, 
which is a single cylinder, double- act- 
ing pump for general service on farms, 
plantations, country estates, apart- 
ment houses, hotels, mills, factories, 
railway tanks, stations, or wherever 
from 1000 to 3000 gallons of water 
per hour are required against 100 Ib. 
pressure or 225 ft. elevation. This de- 
sign has been brought out to meet the 
general needs of the trade for an effi- 
cient, durable pump of modern con- 
struction at a moderate price. 

The power end consists of a one- 
piece casting which forms the base of 
the pump and oil reservoir, and in 
connection with a lid encloses all 
working parts, protecting them from 
dirt or injury and securing safety of 





operation. This casting is completely 


machined at one setting for all bear- 
ings, the crosshead and cylinder head, 
insuring alignment of all 


working 





bulldozer 
pump 


Myers’ new self-oiling power 


parts. The pinion and gear are 
mounted between double bearings, 
which are renewable. The bearing 
shafts are of high grade machinery 
steel. An eccentric cast integral with 
the main gear operates the crosshead 
through a connecting rod which is ad- 
justable for wear at the eccentric end, 
and is fitted with a renewable bronze 
bushing at the crosshead end. From 
an oil reservoir in the base oil is car- 
ried from the main gear to the high- 
est parts of the pump and by a system 
of channels distributed to all moving 
parts and returned again to the reser- 
voir. This system of flood lubrication 
contributes quiet operation and long 
life, with a minimum of attention. 

The cylinder, which is brass-linea, 
is a one-piece casting, attached to the 
power end by heavy bolts. Large 
rubber valves on bronze grid seats are 
all located above the cylinder, insu:- 
ing priming. Each valve is under an 
individual cap and easily accessible 
for inspection or repair without dis- 
turbing pipe connections. The piston 
is packed with double cup leathers 
supported by heavy castings. Suction 
and discharge piping may be taken 
from either side. A four-page illus- 
trated circular will be mailed to all 
dealers upon requast. 
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Mechanical Window Lift 


C. Cowles & Co., Water and Chest- 
nut Streets, New Haven, Conn., has 
placed on the market its No. 10 me. 
chanical window lift which weighs 
only 4 lbs., is very simple in con- 
struction, has nothing to get out of 
order, may be easily installed by any 
one and is adaptable to either straight 
or curved doors, also for glasses 10 
inches wide and upward. 

The counterbalance is adjustable 
for varying weight, so that a per- 
fect balance is always assured, It 
locks automatically in any desired po- 
sition, either up or down, and has a 
ball bearing handle shaft. Its con- 
struction enables the operator to con- 
nect or disconnect the window and 
sash from the bottom bracket without 
disturbing the upholstering. Four and 
one-half turns of the handle lifts or 
drops the window the entire length. 
Illustrated literature and prices will 
be mailed to dealers interested, upon 
request. 


Sand’s Levels 


J. Sand & Sons, 1013-1015 Rivard 
Street, Detroit, Mich., manufacturers 
of plain, brass-bound and aluminum 
plumbs and levels, are now offering 
the trade, gratis, an attractive stand, 
designed to hold two Sand black wal- 
nut carpenters’ levels, two each high- 
grade carpenters’, millwrights’, etc., 
aluminum levels, and two each of 
bricklayers’ and masons’ levels. The 
price for this entire stock assortment 
is $17.50, selling for 40 per cent bet- 
ter. The manufacturers prepay the 
express charges on the first order. 

The company is also featuring its 
Sand level sight and straight edge 
case, which is die cast, absolutely ac- 
curate, and a convenient means for 
leveling from one given point to an- 
other, at a long distance away. They 
are packed one set in a box, six dozen 
in a carton. Illustrated literature and 
prices will be sent to dealers upon re- 
quest. 
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. SATISFACTION 
HARDWARE?” 


N our extensive line of Garage Door 


TRE OE POE FT OE ET ETT 
, 5 p a 


Equipment we have perfected a most 

popular and necessary assortment of 

goods designed to meet any of the varied 

conditions found among private and 
Type “Ten-Eighty” Three Doors puree gurnges. 

G No . . ‘ ° 

That our line is quick selling and profit- 

a) able is best attested to by the fact that 

= the majority of architects who plan 


Door Hangers and Tracks r S ify the A-P Line invariably. 
Spring Hinges ga age — y y 
Rolling Ladders 

Fire-Door Hardware 


Overhead Carriers Our new general catalog No. 85 will be 
Hardware Specialties 


GARAGE DOOR HARDWARE 


of interest to you dealers—send for it 











now. 


























ALLITH-PROUTY 
COMPANY 


DANVILLE, ILLINOIS 
U. S. A. | 


Chicago Philadelphia 
New York Los Angeles 


* N 0 
Boston San Francisco — 

Folding Sliding Garage Door Hardware S« msisting of 1 No 
1080 Hanger, 1 No, 1080-E E nd Ac us sti bl racket, 1 No. 1080-C 
( me Bracket, 1 No. 1080-1 Intern ate Adjustable Bracket, 
packed in box with %-inch bolts for hangers and %-inch lag screws 
for brackets. . 
































Notes of the Retail Hardware Trade 


ALICEVILLE, ALA.— Murphy, Stringfellow & Cunningham 
have succeeded to the wholesale and retail business of Mur- 
phy & Cunningham. A stock of automobile accessories, base- 
ball goods, crockery and glassware, kitchen housefurnish- 
ings, poultry supplies, mechanics’ tools, builders’ hardware, 
etc., is carried. 


HUNTSVILLE, ALA.—The Cummings Furniture & Hardware 
Company, which has been handling a line of furniture and 
vehicles, has added a stock of hardware. 


Tracy, Cau.—Bramman & Brown have disposed of their 
stock of hardware, paints and oils, stoves, ete. They will 
continue to deal in plumbing materials, pumps, engines, etc. 

STAFFORD SPRINGS, CoNN.—The Stevens Hardware Company 
has begun business here, dealing in the following : Automobile 
accessories, baseball goods, bicycles, buggy whips, builders’ 
hardware, building paper, churns, cutlery, dog collars, fishing 
tackle, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, shelf hardware, sporting 
goods and washing machines. Catalogs requested. 
De..—Harry C, 


BRIDGEVILLE, requests catalogs on 


enamelware. 


Layton 


CARNESVILLE, GA.—T. A 
dealing in buggy whips, 
ware and silverware. 
Ga.—The De Lamar Hardware Company 
business formerly conducted by R. F 


Skelton has opened a store here, 
cutlery, fishing tackle, shelf hard- 


HAWKINSVILLE, 
has taken over the 
De Lamar 
Harold Melvin has begun business, carrying 
accessories, baseball goods, electrical 
crockery and glassware, heavy farm 


METTER, GA 
a line of automobile 
household specialties. 
implements, ete. 

Rome, Ga.—The Griffin-Cantrell Hardware Company, doing 
both a wholesale and retail business, requests catalogs on 
baseball goods, belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cutlery, 
dog collars, dynamite, fishing tackle, galvanized and _ tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies. 
kitchen furnishings, mechanics’ tools, oil cloth, poultry 
supplies, prepared roofing, ranges and cook stoves, shelf hard- 
ware, silverware, sporting goods, wagons, buggies and wash- 
ing machines. 

& Co. have sold 
Catalogs re- 


WATKINSVILLE, GA.—McRee-Hutchinson 
their stock to the Oconee Hardware Company. 


quested on nails and wire furniture. 


ILL.—H. §S 
Dusen hardware stock 


LAKE VILLA, Dixon is purchaser of the Van 


WARREN, ILu.—W. E. Stackpole, who recently suffered a 
fire loss, requests catalogs on automobile accessories, belting 
and packing, bicycles, buggy whips, cream separators, dairy 
supplies, gasoline engines, heavy farm implements, lubricat- 
ing oils, mechanics’ tools, prepared roofing, wagons, buggies 
and washing machines. 

MELTONVILLE, Towa.—H. I. Squire, owner of a hardware 
business here, requests catalogs on hardware and harness. 
lowa.—The Thomas & Moore hardware stock 
at 333 Avenue West has been bought by F. W. Else. 

BURLINGTON, KAN.—The Burlington Hardware Company 
has been incorporated with a capital stock of $10.000 to deal 
in belting and packing, children’s vehicles, cutlery, heavy 
hardware, ranges and cook stoves, wagons and buggies, shelf 
hardware, pumps, etc. 

ConcorpIA, KAN.—The D. G. 
West Sixth Street was recently 

WALDRON, Kan.—G. D. Cope 
taken charge of the Krider Bros. hardware store. 

HAZARD, Ky.— The Sterling Hardware Company, doing 
both a wholesale and retail business, has increased its capital 
stock from $25,000 to $100,000. 

SHREVEPORT, LA.—Work has been started on 
to be erected by the Monroe Hardware Company. 
three stories, of brick construction and will be 
warehouse. 

MARCELLUS, Micn.—Patch & Remington are purchasers of 
the stock of W. D. Gildea. 

ANNANDALE, MINN.—Anton Dahle has recently engaged in 

the hardware and implement business. 
MINN.—The Benson hardware stock has been 
purchased by C. Anderson & Son, who request catalogs on 
automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard 
ware, churns, cream separators, crockery and glassware, cut- 
lery, dairy supplies, dog collars, dynamite, electrical house 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, harness, heating stoves, heavy farm 
implements, heavy hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, pumps, ranges and 
cook stoves, sewing machines, shelf hardware, silverware, 
sporting goods, toys, games and washing machines. 

Rep LAKE FALLs, MInn.—C. O. Kankel has sold his in- 
terest in the Hunt-Kankel Hardware Company to S. E. Hunt 
and W. O. Hunt. The Hunt Bros. Co. is the new firm name. 

teEDWOOD FALLS, MINN.—W. T. Wilcox, 
Fletcher, requests catalogs. 


OSK 


ALOOSA, 


High 


Gould Building at 222-226 
destroyed by fire 
and 


has bought the stock 


the building 
It will be 
used as a 


FLORENCE 


successor to H. 


IXCELSIOR SPRINGS, Mo.—The Miller & Woods stock of 
automobile accessories, bicycles, buggy whips, builders’ hard- 
ware, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, heating stoves, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods and 
washing machines has been bought by the James TI. Woods 
Hardware. 

INVALE, Nes.—George Morrow, owner of the A. E. Strong 
hardware stock, requests catalogs on the following: Baseball 
goods, bathroom fixtures, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns 
cream separators, crockery and glassware, cutlery, dairy 
supplies, electrical household specialties, fishing tackle, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games and washing machines. 

CoLERIDGE, NeB.—The Coleridge Hardware Company stock 
has been sold. The Henderson Hardware Company is the 
purchaser. 
over 
auto- 


Nes.—White & Lanigan, who have taken 
Kavanaugh, request catalogs on 


FAIRBURY, 
the stock of Daniel 
mobile accessories. 

Wrnot, Nres.—O. M. Konegni, who has bought a hardware 
business here, requests catalogs on hardware, furniture, etc. 

OLp Force, N. Y.—The Fulton Chain Hardware Company, 
Inc., has been incorporated to deal in bathroom fixtures, 
builders’ hardware, building paper, children’s vehicles, crock- 
ery and glassware, cutlery, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, heating 
stoves, kitchen housefurnishings, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, tin shop and washing machines. The 
incorporators are J. M. Weekes, H. H. Curtiss and A. J. 
Hoffman. The capital stock is $10,000. A department de- 
voted to 5, 10 and 25 cent goods has been added. Catalogs 
requested. 

GRAND Forks, N. D.—A. J. Ulvedal and C. E. Carr have 
bought the stock of the-Redwing & Ellestad Hardware Com- 
pany. The name of the firm has been changed to the Red- 
wing Hardware Company. 

BELLEFONTAINE, On10.—J. K. Milligan, established in busi- 
ness since 1889, has purchased the Milligan & Orr stock, and 
requests catalogs on the following items: Automobile acces- 
sories, baseball goods, bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents, heat- 
ing stoves, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
‘cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys, games and wash- 
ing machines. : 

COVINGTON, OKLA.—Watts & Co., successors to Conner 
Bros., are remodelirfg and painting their store building. New 
shelving is being instailed and the stock practically doubled. 
Implements and wagons will also be added. Catalogs re- 
quested on gasoline engines and Ford truck attachments 

KINGFISHER, OKLA.—Josiah Gooden has bought the Wag- 
ner hardware stock and combined it with his own 

BONESTEEL, S. D.—S. M. Lindley and Harry L. Slaughter, 
doing business as Lindley & Slaughter, have taken over the 
A. C. Baker hardware stock. The new firm requests cat- 
alogs on hardware. 

DoLAND, S. D.—The Doland Implement Company, 
cessor to Labrie & McCormick, has been incorporated with 
a capital of $20,000. William C. Hollein is president and 
manager. Catalogs requested on farm trucks or farm truck 
attachments. 

Hicumore, S. D.—R. Timm & Son have sold their stock to 
Christensen & Meigs. 

LANE, S. D.—The O. W. Anderson Mercantile Company has 
been incorporated with a capital stock of $50,000. O. W 
Anderson, Delia Anderson and Grant Anderson are the irncor- 
porators. The concern will deal in the following lines, on 
which catalogs are requested: Automobile accessories, base- 
ball goods, bathroom fixtures, bicycles, buggy whips, builders’ 
hardware, churns, cream separators, cutlery, dairy supplies, 
dynamite, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy hardware, iron beds, kitchen cabinets, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop 
and washing machines. 
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Food 
will win 
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An excellent reproduction of the U. S. Food Conserva- 
tion Food Sign shown above has been prepared and is now 
ready to be shipped with our other cut-outs and show 


cards. 


Ask your jobber how to get a window trim like above, 
Food Conservation Sign No. D803 and Show Card No. 
D800, or write direct to us. 


LANDERS, FRARY & CLARK 


NEW BRITAIN, CONN. 














Bulbs and Lamps 


The A. C. Mannweiler Co., Inc., 
Fort Wayne, Ind., is manufacturing 
an extensive line of automobile bulbs 
and miniature incandescent lamps. 
All of the automobile lamps are fitted 
with either bayonet candelabra single 
or double contact style 1100 or 1000 
bases. 














Part. of the large Mannweiler line of 


lamps and bulbs 


The company also makes a large 
line of flashlights, lantern and bicycle 
bulbs in addition to a line of can- 
delabra decorative lamps, fitted with 
a candelabra base. Besides this, they 
also manufacture a complete line of 
Christmas tree bulbs. Illustrated lit- 
erature covering all of these lines will 
be mailed to dealers upon request. 


‘* Clearsight ’’ Windshield 


Cleaner 


Although simple in construction and 
easily attached, the Burke centrifuga] 
“Clearsight,” a plate-glass windshield 
cleaner, manufactured and distributed 


by the Automobile Devices Company, 
1629-31 Sansom Street, Philadelphia, 
Pa., is attracting considerable atten- 
tion in scientific circles, having been 
exhibited for the first time only re- 
cently. 

A plate-glass disc, set in the wind- 
shield of any make of motor car or 
truck, is whirled at 2000 r.p.m. on 
fine ball bearings by a tiny motor, the 
centrifugal force throwing off ram, 
snow, sleet, mist or dust, thereby 
keeping the vision area clear in every 
kind of weather. The small motor is 
driven by current from the car’s regu- 
lar batteries, and the maker claims 
that its operation costs less than that 
of a single headlight. Perfect bal- 
ance and scientific precision of the in- 
strument, it is explained, makes the 
high speed possible with minimum 
power consumption, there being no 
frictional wear and tear. A _ push 
button, installed in a convenient place 
on the regular instrument board, con- 
trols the current. 

No repairs are necessary, and it is 
claimed that the entire device  re- 
quires no cleaning or polishing. The 














Burke centrifugal “Clearsight” windshield 
cleaner 


motor is weather and rust-proof, while 
its ball bearings are of a special type 
of fine alloy steel. The diameter of the 
standard size plate-glass disc is seven 
inches. All parts, except the glass, 


Reading matter continues on page 
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are of white metal, heavily plated 
with nickel or black gloss. 

Although made especially for use 
on motor cars and trucks, the “Clear- 
sight” is also adapted for use on bat- 
tleships, submarines and aeroplanes. 
While the standard size is seven 
inches, larger diameters are obtainable 
on short notice. 


‘* Swan” Belt Adjuster 


The Mechanical Belt Company, 1204 
Frederick Avenue, St. Joseph, Mo.,, 
has lately commenced to manufacture 














“Swan” fan belt adjuster 


the “Swan” fan belt adjuster, a simple 
device for automatically regulating 
the tension of a fan belt. It consists 
of a coil spring and a convenient 
fixture which connects the fan bracket 
to a stationary part of the automobile 
engine, and can be attached without 
special tools in less than five minutes 
time by a novice, ie 
The “Swan” fan belt adjuster, it 18 
claimed, will increase the efficiency 
and prolong the life of any fan belt 
by always keeping it at the proper 
tension. It reduces slipping and in 
sures maximum fan speed _ besides 
preventing stretching or 
caused by unnecessary strain. 
adjuster also helps to keep the fan 
belt on the pulleys. It automatically 
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LUSTRE FINISH 
Enameled Waterproof Fly Casting Line 


rd 


HE critical angler not only will not 
use mediocre tackle, but he avoids 
the merchant who sells it. 

Few are the retail tackle successes in- 
deed that have not for their basis the 
approval of the expert sportsman, who is 
a quality buyer above all else. 

If you admit this to be so you accept 
the proposition that Abbey & Imbrie 
Fishing Tackle is the best tackle to build 


and sustain your business. 


Abbey & Imbrie 


Division of Baker, Murray & Imbrie, Inc. 


15-17 Warren Street, New York 
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takes up the slack and regulates the 
tension of the fan belt. After it is 
attached neither the adjuster nor the 
belt needs any further attention. The 
fan belt adjuster is guaranteed for the 
life of the car. It sells for 35 cents 
each; in Canada 50 cents each. 


Lane Jack Base 


Lane Brothers Company of Pough- 
keepsie, N. Y., has just placed on the 
market a supplemental base especially 
designed for Lane’s auto jacks. 

In an emergency it sometimes hap- 
rens that auto jacks have to be used 
on very wet ground. In such cases an 
exceptionally large base is desirable 
for the time being whereas in the 
majority of cases this extra size of 





Supplemental base for Lane auto jacks 


base is only an annoyance, an addi- 
tional weight to handle and rather 
cumbersome to carry. The Lane sup- 
plemental base, it is claimed, meets 
with these occasional requirements for 
larger area without any disadvantages 
for regular use. Being flat it can be 
carried in the bottom or against the 
side of any tool compartment without 
occupying appreciable room, and is not 
handled at all until needed. To at- 
tach for use, the jack is simply placed 
in position on the supplemental base 
and clamped by turning a button. It 
is made in one size for Lane jacks 
only. The price of this base is 50c 
each, Further particulars may be had 
by addressing the manufacturer. 


Valuable Tire Book 


Every live retailer realizes the vatue 
of an accessory department. Some 
have made phenomenal successes, 
while others have simply bought any 
old thing and as the result have a lot 
of dead stock on hand instead of 
money in the bank. So as to over- 
come the latter difficulty and meet 
the real needs, F. R. Goodell of the 
Converse Rubber Shoe Company, has 
just written a book which tells the 
hardware dealer everything he needs 
to know to handle tires profitably. 

In his book, which is entitled 
“Tire Making and Merchandising,” 
Mr. Goodell has explained how tires 
are made, taking in from the crude 
rubber, right to the finished product, 
not as a technical treatise but de- 


tailed enough so that the merchance 
will be able to talk intelligently about 
his merchandise. He has explained 
the different nonskid treads, the dif- 
ferent beads and the value of each. 
He has also taken up the question of 
buying stock from the retailer’s stand- 
point, explaining the thing to be con- 
sidered in buying, no matter where a 
man may be located, and giving facts 
on which he can intelligently build up 
his stock. Tables of tire equipmenc 
for pleasure cars from 1913 to date 
are given as a guide in ordering. The 
dealer can. tell at a glance just how 
many of the cars listed under a size 
are used in his locality and order ac- 
cordingly. 

The book contains a table giving a 
list of practically all the cars now on 
sale with the front and rear equip- 
ment of each model, from 1915 to date. 
This will be helpful when someone or- 
ders a front tire for a Cadillac 53 or 
a Chalmers 6-30,°7-passenger. It is 
only necessary to glance at the book 
and tell the clerk to get down a 
36 x 4% SS or a 34 x 4 SS. Mr. 
Goodell also tells how to build up a 
real money-making tire business, how 
to make show windows sell, how to 
plan and carry out sales campaigns, 
how to figure the proper overhead, 
the value of service inside the store 
and also gas and free air service at 
the curb. Another very valuable fea- 
ture which Mr. Goodell explains thor- 
oughly is how the dealer can let any 
fairminded customer settle the tire 
claim himself. The book contains 224 
pages, bound in red fabrikoid, sells at 
$2 postpaid, and may be had from the 
U. P. C. Book Company, Inc., 249 
West Thirty-ninth Street, New York 
City. 


Protex Pumps 
The Protex Mfg. Company, 12-16 


North Jefferson Street, Chicago, IIL, 
has introduced a single-cylinder pump 

















Protez double and single cylinder pumps 


and also a double-cylinder pump, both 
made from 20-gage steel tubing, in 
two finishes, hard-rubber and nickel- 


plated barrels, with tops and bottoms © 


in baked enamel, with a high gloss 
finish. 

The double-cylinder is designed with 
a %-in. barrel, 16% in. long, and a 
1%-in. barrel, 16% in. long, while the 
single-cylinder barrel measures 1% in. 


Hardware Age 


in diameter and 16% in. long, 4 
heavy reinforced foot base is useq 
which will stand hard usage. The 
piston rod is made of 5/16-in. nop. 
rusting Bessemer steel. All meta] 
washers are tumbled and used in eon. 
nection with a standard high-grade 
leather washer, oil treated, making a 
perfect fitting piston. The non-regist. 
ing, leak-proof leather check valve, it 
is claimed, will hold 150 Ib. air pres. 
sure, so the air discharged from the 
barrel cannot force back into the 
pump. This eliminates all waste labor 
and will save many strokes on every 
tire pump. The pump is equipped 
with a three-ply rubber tubing, 20 in, 
long, with the well-known Protex per- 
fect threaded connection fitting all 
standard tire valves. The height of 
both pumps over all is 20% in. The 
single-cylinder pump in a hard-rubber 
finish lists for $1.75, and with a nickel 
finish $2. The double-cylinder pump 
in a hard-rubber finish lists for $2.50, 
nickel finish $3. Further particulars 
will be mailed to dealers upon request. 


R-W Display Sign 


The Richards-Wilcox Mfg. Co., Au- 
rora, Ill., has just prepared a very at- 
tractive display sign featuring its 
well-known line of sliding door hard- 
ware for garages, barns, residences, 
warehouses, churches, schools, ete. 

The sign is 21% inches long by 14 
inches wide and is printed in black 
ink on a buff background. The illus- 
trations are from halftones, and the 
sign makes an attractive display, for 
counter, window or wall purposes, A 
silk cord is furnished at the top so 
that it may be hung up, and at the 
back there is a substantial cardboard 
easel by means of which the sign may 
be stood on the counter or in the win- 
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RichardsWilcox Manufacturing 


F253 “Ahamnger tr amy door that stiches — 


Attractive counter, window and wall - 

given to dealers featuring the Richards- 

Wilcox line of sliding door hardware. The 

illustrations show the “Slidetite” garage 
door hardware 











dow for display in that manner. The 
company furnishes these signs gratis 
to any hardware dealer who may be 
interested in getting them. 

While the reading matter advertises 
sliding door hardware generally, tne 
illustrations are of the well-known 
“Slidetite’ garage door hardware. 
The large illustration in the upper 
left-hand corner shows an_ interior 
view of a double entrance garage, both 
doorways of which are equipped wi 
four-door sets of “Slidetite” hardware. 
The two views below show an exterior 
view of a garage with the doors both 
open and closed. This garage is also 
a double entrance garage equip 
with two four-door “Slidetite” sets. 








